











The Edacsition of 


A Career Underwriter 


Of all the elements that enter into the acquiring of an education—the teacher— 
the content of the curriculum—the method of teaching— and the mind of the 
student —certainly one of the chief requisites is an open mind and an eagerness 
to learn on the part of the student. Given this condition, even age has relatively 
little effect on the ability to learn. @ The Northwestern Mutual’s educational 
program assists its field men in supplementing their formal education with spec- 
ialized knowledge and skill in the field of life underwriting. There is an Educa- 
tional Course for the underwriter entering the business. Loose leaf in form, it is 
revised yearly. The Advanced Educational Course—shown above—is for experienced 
agents. A library of all books recommended for study by those preparing for C. 
L. U. examinations is available to all agents. @ This Company is proud of the 
‘‘open mind and eagerness to learn’’ displayed by its agents as they make con- 
sistent and thorough use of these and other educational facilities, and thus 
advance the high tradition of The Northwestern Mutual career underwriter. 
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MODERN TIMES call for modern methods. 
Changing economic conditions must be met with new % N BUY 
plans and ideas. NS 
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Agents Overlook 
Old Policyholders 


Relatively Small Proportion Is 
Included in Submissions 
to Home Offices 
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BUYERS SURVEY IS MADE 


Prosperity in Basic Industries Shown by 
American Service Bureau’s 
June Analysis 


The rank and file of agents appear to 
be very largely neglecting their old 
policyholders, although they are much 
interested in policyholders of their com- 
petitors, and also are concentrating on 
new prospects, according to the June 
buyers survey of the American Service 
Bureau. Only 8 percent of the 10,000 
applicants surveyed indicated they had 
other life insurance in the same com- 
pany, and 25 percent owned life insur- 
ance in other companies. An important 
conclusion was that 67 percent had no 
other life insurance, 6,373 adults, not 
including many of the 442 children under 
seven years of age included in the study. 

Definite improvement in business and 
fundamental industries was reflected, 
according to President Lee N.. Parker, 
despite unsettled labor and political con- 
ditions. Buying power of persons in 
fundamental industries appears not to 
have been affected, especially in building, 


lumber, manufacturing, mechanical, 
transportation, communication, oil and 
the wholesale-retail trade. Encouraging 


gains were made in several basic indus- 
tries. 


Twelve Major Classifications 


“Among the 12 major business and 
industrial groupings, executives and pro- 
§ fessional people were demonstrated as 
the best field for larger applications,” he 
said. “In the manufacturing and me- 
chanical industries there was a very defi- 
nite gain in number of applications. 
Automobile sales and service, agricul- 
ture, transportation and wholesale and 
retail trades, showed a definitely in- 
creased market. However, among gov- 
ernment employes and the so-called non- 
gainful occupations, children, house- 
wives, students, etc., there was reduction 
numerically in applications submitted. 

“Of the 10,000 applications studied, 
851 applications were for $5,000 or more 
and 2,842 for $2,000 or more. Some im- 
provement is shown over the results in 
the survey conducted six months ago. 
The average size of application of the 
entire group, however, was only $1,879. 
In 57 of the occupational sub-groups a 
— average size policy was applied 
0) 

Figures for occupational groupings 
showing number of applicants, average 
amount of new insurance applied for and 
average amount already owned are: 
Agriculture, 1,311, $1,719 and $2,835; 
automobile ‘sales and service, 618, $1,873 
(CONTINUED ON PAGE 16) 


Give Main Session Card 
for Convention in Denver 





The complete program of the Denver 
convention of the National Association 
of Life Underwriters, Aug. 23-27, is now 
announced by O. Sam Cummings of 
Dallas, national program chairman. The 
schedule shows a list of 29 field men, 
five home office men and two national 
figures named to deliver talks and take 
part in forum discussions. 

Only 11 of the speakers will deliver 
prepared addresses of some length. The 
others will contribute individualized sales 
ideas in briefer form. 

Two new features will be presented. 


“The Million Dollar Round Table 
Hour,” a series of eight rapid-fire talks 
by “millionaires” will appear on the 


Wednesday morning session, as a replica 
in miniature of the round table’s session. 
The seminar sessions, annually one of 
the most popular features, will be pre- 
sented in the form of panel discussions 
by outstanding field men. 


The complete program of the main 
convention sessions is: 


Wednesday, Aug. 25, Morning 

Opening—9:30 a. m.—President Theo- 
dore M. Riehle, chairman, 

Invocation—Rev. H. H. Donnenworth, 
pastor Evanston Evangelical Church, 
Denver. 

Singing—Led by Jules Brazil, Miami. 

Welcome from convention host. 

Introduction of special guests. 

Address of the president—Theodore M. 
Riehle, manager, Equitable Life, New 
York City. 

Musical selection—Houston’s represen- 
tative. 

“The Million Dollar Round Table Hour” 
—Grant Taggart, California-Western 
States Life, Cowley, Wyo., chairman. 





Report on questionnaire mailed to all 
members—Mr. Taggart. 

“My Responsibility to the Public’— 
Stanley E. Martin, supervisor State Mu- 
tual Life, Columbus, O. 

“Viewpoints, from a Young Million- 
aire’—Ron_ Stever, tgs manager 
Equitable Life, Pasadena, Ca 

“Programming” *—John O. Todd, North- 
western Mutual, Minneapolis. 

“Big Volume Through Many Cases’— 
Dix Teachenor, Kansas City Life, Kan- 
sas City. 

“Viewpoints, from a Young Million- 
aire’’—A. J. Ostheimer, 3rd, independent, 
Philadelphia. 

“Business Insurance, Tax Approach”’— 
H. Kennedy Nickell, Connecticut Gen- 
eral, Chicago. 

“Developing Contacts, Prestige Build- 
ing’’—A. C. Bayless, general agent South- 
land Life, Houston. 

Singing—Led by Jules Brazil. 

Musical selection—St. Louis’ represen- 
tative. 

Address—Alexander E. Patterson, vice- 
president Penn Mutual. 

Adjournment—12:15 p. m. 


Wednesday Afternoon 


Seminar sessions—2:30 p. m. 

“Estate Protection’—C. Vivian Ander- 
son, Provident Mutual, Cincinnati, pre- 
siding. 

Address—Milton Elrod, Jr., legal editor 
Insurance R. & R., Indianapolis. 

Panel—Harry Andrews, manager Prov- 
ident Mutual, Tacoma; Franklin W. 
Ganse, manager John Hancock, Boston; 
E. A. Hasek, general agent National Life 
of Vermont, Kansas City; Phinehas 
Prouty, Jr., Massachusetts Mutual, Los 
Angeles; Mrs. Mahala Russell, John Han- 
cock, Boston. 

General discussion. 

“Programming’’—John A. Witherspoon, 


(CONTINUED ON PAGE 20) 








Six Months Figures Reported 













Wisconsin State Life Fund....... 


1Incl. group and annuity. 


%Includes increases and revivals. 
‘Estimated on new settled-for basis. 





Name of Company New Pd. Bus. iIst6 Mos. Changein Ins. in Force 
f : 1937 1936 937 1936 

Amicable Life .........ssecceees $ 5,549,765 $ 6,316,084 +$ 811,233 —$ 162,586 
Columbus Mutual BMAD. os tngecava ,519, 6,357,312 + 2,919,509 bbe 
Conservative Life .....cseccccees 2,565,792 2,736,172 +377,110 +835,259 

Equitable Life, Canada.......... 2,102,000 1,482,000 + 662,000 —224,000 
Meuitebte Life, Iowa... .0...cccee 25,844,000 22) 797, 000 + 8,002,000 +2, 443, 000 
Excelsior Life .......sseecccceee 6,848,000 5,808,000 + 2,783, = +3,362,000 
Great American Life, Kans...... 99,0 1,364,866 +4 49,0 +148°681 
CORE “Tiere. BES oes iiieccctcccass 1,199,846 1,661,792 +142, 768 + 696,299 
Great Northern Life ............. 1,953,435 SOeeen. .. -eeasas +493,450 
Great- West Edie -. ccc ecccessccace 23, 314, 7461 22, 246, "408 +3,469,0212. +1,172,115? 
Great. Western,  TOWS.... << soccres 1,569,692 1,918,245 +350, 000 + 750,000 
Guarantee <4 = asvoe cons 12,091,125* 9,876,803 +3,900,057 + 3,155,568 
BOimne Bille TN. Fi. ckcciccewccete 21,624,505 17,607,580 + 99487587 + 3,870,312 
Knights Life ‘(Ina. y. BPE eT en 11,189,778 7,714,887 4,388,41 2,761,134 
pore TE RT a GS ee 1/989°450 1,810,250 931,950 531,250 
EEE, SGT TCG. go ont cc cestwcws 4,035,494 3,381,750 + 707,210 —776,350 
Imperial Eife, Canada... i... s'ss 13, 596, 708 9,576,752 +5,079,719 —1,455,733 
Internat]. Travelers ....... 421,500 56,2 + 212,009 87,273 
BAITRE EALO 6s Seccae covemees 4,870,420 4,679,633 +1,902,924 +706,670 
Liberty National, Ala. 18,104,601 16,404,590 451375,937 + 4,780,660 
Lincoln Income ‘Lif e, Ky.. A ,356,528 71,5 718,567 267,722 
TOMES 2% 6 amises anne sa ss 936,042 42, oy 262 -+19,150,322 +14,045,650 
Manhattan Mutual ........ . 300, 000 400,000 + 20,000 — 49,500 
Massachusetts Mutual Life 75,568,439 70, S52: 988 +23,843,549 +8, 161, 568 
Midland Life, Mo........ - 1,977,080 2, 453.440 +77,920 + 232° 700 
Mutual Life, Canada... . 22,107,640 247234161 + 6,700,000 + 6,904,462 
Natl. Guardian Life..... - _ 2,512,362 2,434,105 +1,344,072 +1,104,412 
THBCIOHAL EAlG oc occccaccccs - 23,664,397 22,173,618 + 7,829,572 + 4,796,780 
Wath. “Ole EARS. oo ccc cicccces 850,000 600,000 Ci ae eee 
WOrERGred EAIG |. 6. oc. lic ivceeses 2,809,533 2,760,879 +848,127 + 484,482 
Policyholders Natl. Life ......... 1,465,000 1,767,823 + 423,998 +721,011 
Provident Mutual Life.......... 40,613,355 35,671,245 +11,192,540 + 3,368,579 
SEAMED TAGS | sss 0 oo ares ctewncees 1,381,000 1,137,500 +1,129,500 +1,071,000 
State Parm Life «2. .ei ve ccccwee 6, 1442 5,754,918 + 4,128,053 + 3,026,526 

Stonewall Life 2... ccvscsscccccve 61,929 32,862 +98,085 —75,31 
Pees CMOS EA lien a.« 0:0 0.40 Ne wie ocien 2,158,411 2,308,805 + 563,567 + 353,938 
Union Central Life. ......cccrccee 43,750,293 40,525,661 +5,606,28 —7,410,110 
Victory Mutual Life ............. 2; "21 1, "336 789,950 +718,902 +366,613 
Washington National............ 20,708,288 21,983°360 + 2,426,656 hia a > 5 407 
144,500 59,000 +123,500 + 35,500 


“Ordinary and group. 
On1936 basis it would have been $4,300,000. 





Companies Will 
Curtail Options 


Prudential, New York Life Re- 
duce Settlement Privileges; 
Others May Follow 


HAS CAUSED SOME WORRY 


Restrictions Made on Payments to Sec- 
ondary Beneficiaries; Complex 
Agreements Are Restricted 


Complicated settlement options have 
been much curtailed by the Prudential 
and New York Life. Other companies 
are expected soon ta follow the lead and 
put restrictions on execution of complex 
endorsements which have demanded 
much time of company legal depart- 
ments and in many cases involved pos- 
sible future legal complications which 
could not be fareseen. 

The Prudential’s changes became ef- 
fective July 15. The New York Life 
only recently announced its restrictions 
to the field force. In neither case is any 
change made in the income derived from 
the options. The New York Life has 
been using, and is continuing to do sa, a 
3 percent interest assumption for the op- 
tions; the Prudential has been employ- 
ing a modified factor between 3 and 3% 
percent, and approximating 3% percent 
on the whole. 

The Prudential changes are: 

Settlement mode to secondary bene- 
ficiaries shall be limited in the following 
respects: (A) When a mode of settle- 
ment is provided to primary and secon- 
dary beneficiaries, a share of a secodary 
beneficiary may be settled only in one 
sum upon death of such secondary bene- 
ficiary. An exception may be made in 
the case where installments are to be 
paid for a limited number of years ta 
wife of the assured (if living at his 
death). Upon her death any remaining 
installments may be paid when due in 
equal shares to the surviving children of 
the assured. 

(B) If a primary beneficiary is living 
at the death of the assured, secondary 
beneficiary may not be given the right to 
select a settlement mode for any of the 
proceeds after death of the primary ben- 
eficiary. The assured may designate a 
definite settlement for such secondary. 
(C) When primary beneficiary is given 
the right to withdraw all or substantially 


all of the proceeds under a settlement 
‘mode, only one sum settlement may be 


provided for secondary beneficiaries. 
Interest Option Provision 


(D) This section deals with proceeds 
left at interest during life time of pri- 
mary beneficiary, forbidding continuance 
of this arrangement for a secondary ben- 
eficiary unless primary beneficial dies 
within 30 years after death of assured. 
The secondary beneficiary may not have 
this provision extended beyond the 30th 
year after death of assured, unless the 

(CONTINUED ON PAGE 20) 
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A. A. Drew—The Genuine 
Paternal General Agent 


By C. M. CARTWRIGHT 


The retirement of A, A. Drew, Chi- 
cago general agent of the Mutual Bene- 
fit Life may. seem, in a sense, the “last 
of the Mohicans.” There are many pic- 
turesque and colorful general agents 
throughout the country, there are vivid 
and robust personalities and yet Mr. 
Drew belongs to a class where men of 
this character are very few. He is a 
striking. and outstanding individualist. 
He defies conventions, customs and often 
spurns new ideas. He never was a 
“joiner.” He has been a “lone wolf.” He 
has not belonged to any lodge. He be- 
longs to a club if it is useful to him but 
not for personal ornamentation nor be- 
cause he prides himself on having a 
string of memberships in fashionable 
organizations, attached to his name. 

In fact Mr. Drew has kept aloof from 
the life underwriters association. He 
explains this by saying that he estab- 
lished for himself and his agency cer- 
tain standards. He lives up to them 
but he has questioned from time to time 
the sincerity of some leaders in the un- 
derwriters association ranks. Rather 
than battle with them for a detinite 
policy that he felt should be adopted he 
simply left the fold and has taken but 
little interest in it. 


Drew Exemplifies the 
“Patriarch” in Supervision 


In the various positions he has held, 
and especially when he came to head the 
agency department of the Mutual Bene- 
fit Life at its head office, and later in 
a still more distinct way in his Chicago 
agency, he assumed the position of pater 
familias. In fact, those who read G. B. 
Stern’s “Matriarch” pictured this pow- 
erful woman as the head of her great 
house, she requiring submission, all ac- 
knowledging her authority and she ex- 
ercising her sway in a rather benign 
fashion. Mr. Drew can be called “a 
patriarch” in his relations with his busi- 
ness organization. That is, he takes a 
genuine paternal interest in everyone 
that is associated with him. He does 
not do this in any offensive or curious 
way. He is a man of great human char- 
acteristics and has a deep seated and sin- 
cere affection for people. When he was 
agency superintendent of the Mutual 
Benefit Life he knew all its men carrying 
the rate book as well as the general 
agents. He ‘became acquainted with 
their personal affairs. 


Attempted to Extend 
True Personal Service 


If, for instance, he found that an agent 
and his wife were developing discord he 
would try to get them together. He 
was the man with the sympathetic voice 
in time of trouble and distress. He had 
a word when a newcomer entered a 
family household. He patted a man on 
the back when he did something worth 
while. He gave advice as to an agent’s 
living budget. Through this means he 
inculcated a deep feeling of loyalty on 
part of those connected with him. He 
was the true guide, philosopher and 
friend and everyone appreciated his keen 
and very kindly interest. Naturally Mr. 
Drew in his Chicago agency attracted 
to his employ men and women who are 
more or less individualistic in their 
makeup. 

It is due to Mr. Drew’s early associa- 
tions and his training thereafter that 
built up an unusual personality that by 
inheritance itself was distinctive. When 

was a boy about 14 years of age he 
had to leave school, having completed 
the eighth grade and started to sell wire 
dish rags, flour sifters and tea strainers, 
going from door to door in St. Louis. 
He encountered in his peregrinations 
a very amiable mother whose son had 
recently died. She invited him in to 
lunch. She was the wife of a railroad 





man. She induced her husband to allow 
the youthful Drew to go to the Wabash 
railroad office where he was an official 
and solicit the men for his wares. He 
was quite successful. The man who had 
sponsored him was impressed and asked 
him if he did not want to pinch hit for 
the office boy who was on his vacation. 
This started him in railroading. He got 
later into a position that he acknowl- 
edged was entirely too large for him and 
in the effort to measure up to its dimen- 
sions he undermined his health. 


Encountered Obstacles 
in His Early Days 


It can thus be seen that in his early 
years he encountered difficulties of a 
rather serious nature. He lacked edu- 
cation and now he had to fight ill health. 
His struggles were severe but he pos- 
sessed indomitable courage, an attribute 
that Mr. Drew has always emphasized 
to his men as being an essential to suc- 
cess in life insurance selling. He went 
to work on a ranch in California, re- 
gained his health and returned to rail- 
way service. He was living in Kansas 
City, being connected with the Trans- 
Missouri Freight & Passenger Associa- 
tion office. He was getting along fairly 
well. He married and on his return 
from the honeymoon found that his 
organization had been put out of busi- 
ness by a decision of the United States 
Supreme Court. He went down to 
Dallas, his former stamping ground, 
hoping to secure some position there. 
Here he was with a new wife and no 
visible means of support. 


Left Railroading and 
Entered Life Insurance 


A life insurance man, S. H. Chiles, 
who represented the Mutual Benefit, 
called on him to try and sell him life 
insurance. Mr. Drew immediately be- 
gan to probe him as to how long he had 
been in the business, what he was mak- 
ing, what the opportunities were. Mr. 
Chiles took him to his office but Mr. 
Drew formed a dislike for the general 
agent and veered over to the Fidelity 
Mutual Life were A. J. Brown was 
manager and was attracted to him. He, 
however, liked the Mutual Benefit bet- 
ter and went to St. Louis in 1896 and 
was impressed by the cashier of the 
Mutual Benefit Life agency. He has his 
picture framed on his wall. 

This brings up another conspicuous 
attribute in Mr. Drew’s nature. He is 
a man of very strong likes and dislikes. 
He is attracted to a proposition because 
of some man. He frankly states that 
he is a good friend and a good hater. 
People either appeal to Mr. Drew or 
they do not. He takes the position that 
if a person is in life insurance, for ex- 
ample, it will not give him satisfaction 
to be with a good company unless there 
is a good man at the top. One has 
to have confidence in the man who is 
the guiding factor. Regardless of the 
company, Mr. Drew lays great stress on 
the man. This is a human, personal 
trait which cannot be psychoanalyzed 
or treated in any sort of a scientific way. 


Drew Possesses Very 
Friendly Characteristics 


Mr. Drew has gotten the greatest 
amount of satisfaction from life in the 
contacts that he has made. He pos- 
sesses that singular faculty of ingratiat- 
ing himself immediately. He sits down 
with a stranger or a group. He is not 
content to be silent. Immediately he 
engages in conversation. He interests 
his listeners and they start talking. Mr. 
Drew says that he has never caused 
offense in this cordial way that he pos- 
sesses. Many people in endeavoring to 
accomplish the same result would be 
artificial. Mr. Drew is thoroughly sin- 





cere in his deep interest in people at 
large. Down in Florida where he 
spends the winters he is known as the 
“official greeter” at his hotel because he 
remembers so many people, their names, 
something about them and whenever he 
meets them he has a word to say that 
hits the mark. He is colorful in his 
personality, benign in his manner and 
his sincerity is not superficial. People 
realize that here is a friendly man. 


Holds Out Understanding 
Hand at All Times 


He carries the same spirit that he 
manifests in his office to the outside. He 
becomes interested in people’s affairs. 
For instance, during the depression he 
did not reduce the salaries of his em- 
ployes in his agency. He took the ground 
that knowing the personal demands upon 
them and their condition of which he 
was duly acquainted he did not have 
the heart to reduce their income. He 
stood the sacrifice himself. This illus- 
trates in a very graphic way Mr. Drew’s 
highminded humanitarianism that he has 
practiced in business. He has a perfect 
understanding of personal problems. He 
regards his employes as members of 
his family and he looks upon them as 
such. 

Mr. Drew does not hesitate to speak 
his mind freely and emphatically even 
if he disagrees with the majority. He 
could never be a “Yes” man. He can be 
defiant if necessary. 


Does Not Agree With 
Some Modern Methods 


Mr. Drew has not at all agreed with 
modern streamlined, air-cooled, life in- 
surance salesmanship regimentation. In 
fact he might agree almost entirely to 
eliminate “psychology” in its more scien- 
tific term from life insurance selling. He 
believes in training and educating sales- 
men in the fundamentals so that they 
can present their wares intelligently and 
knowingly. He does not have much use 
for the “studies,” ‘questionnaires,’ 
“oraphs,” “charts,” “scientific analyses,” 
“Standard sales talk,” “canned sugges- 
tions.” He thinks that this tendency has 
gone entirely too far and in his own 
words he believes that a number of gen- 
eral agents are being ruined financially 
by their companies forcing them to try 
to put into effect some of these ultra 
modern ideas. Mr. Drew feels that 
through these fine spun maneuvers, too 
much of the human element has been 
taken out of life insurance selling. 


Would Rely on Hunches 
in Picking Winners 


He reverts to the time in his railroad 
experience when men who hired help 
picked winners because they knew by in- 
tuition or some hunch whether the men 
would fill the bill or not. That is, he 
would rely far more on good common 
sense and knowledge of human nature 
than all the scientific processes that have 
been evolved. 

The question naturally arises, of 
course, how many general agents pos- 
sess this singular, almost instinctive 
characteristic of picking winners. Mr. 


_Drew in order to confirm his own con- 


victions employed a very high grade 
psychologist to put three people in his 
agency to the test. He had two em- 
ployes and Paul W. Cook, his star pro- 
ducer. The two employes ranked 50 per- 
cent higher than Mr. Cook. 

Mr. Drew would eliminate a lot of 
the tassels, fringes and so-called re- 
search stuff and attempt to strengthen 
those qualities inborn in people that 
make for successful selling. For instance, 
in building an agent Mr. Drew stresses 
courage to a large extent. He means 
the ability to go out, approach people 
and not be afraid to carry the message. 
He would cultivate the talent that makes 
a man able to say the right thing at the 
right time. Mr. Drew is much opposed 
to the great majority of standardized 
sales talks because he thinks they are 
confusing. When a man who has these 
canned talks in mind is speaking to a 
prospect, Mr. Drew feels that he won- 
ders whether he is employing the right 
one of the series in saying what he does. 
Mr. Drew favors the C. L. U. movement. 








Agent Starteth, Seeketh, 
Yearneth, Goeth Forth 








Ralph E. Ferguson, John Hancog 
Mutual, Detroit, finds that the life gj 
an agent is as follows: 

“He starteth in the morning with 
keen desire to doeth good in his com 
munity. 

“He yearneth to start a fellowman (q 
woman) on the road to maketh a sur 
profit in shekels and satisfaction, anj 
will be content to maketh less than one 
tenth as much for himself. 

“He hath a greater interest in the wel. 
fare of children, widows and old mag 
than have many who are responsible fo 
such welfare. 

“In a generous moment he offereth, 
lot of service free of financial compen. 
sation and obligation, and is suspecte/ 
of having ulterior designs. 

“Some expecteth him to maketh many 
calls and to keep in touch for many 
moons, or even years, while they dallyet} 
and do nothing but stall. 

“When some of these die without in. 
surance, as some doeth, he feeleth badly 
for the family, but rejoiceth that hy 
company escaped. 

“Occasionally he findeth a real prince 
who appreciateth good work and co 
operateth with him to secure certain 
continuous incomes for the prince} 
family, or for the prince himself when 
old age is upon him and he must rest. 

“The prince’s spirit is so friendly that 
the agent rejoiceth mightily and giveth 
the limit of fine service. 

“Then he goeth forth again to seeketh 
other princes who are worthy of his best 
efforts that they too may be added to 
the group he loveth to serve continu 
ously.” 








He thinks that where people are able 
to absorb this work it gives them a 
splendid background of broadened edu- 
cation and knowledge. 

Mr. Drew believes that many new 
agents need toughening. He sends out 
his men on hard cases in order to give 
them mental gymnastic training. He de- 
sires an agent to be natural and not too 
much absorbed in scientific analyses and 
he does not want him to keep in mind 
that there is a certain time of day when 
it is advisable to try to sell life insur- 
ance to Catholics, another to Christian 
Scientists, another to Dunkards, etc. He 
would develop a man’s individuality, take 
account of what intellectual gifts and en- 
dowments he has and then strengthen 
him where he shows weaknesses. He 
would inject more and more of the hw- 
man instinct into selling. 

Mr. Drew’s early hardships toughened 
his fiber. He found that they were his 
making. Hence he believes there should 
not be soft spots for agents to fall into. 
They need, he thinks, hardening and 
self-reliance. They should cultivate re- 
sourcefulness. 


Substitutes Personality 
for Regimentation 


Mr. Drew’s program for handling an 
agency and securing and training men 
has worked admirably in his special case 
because he is a “patriarch” and he has 
operated his business along paternal 
lines. Most men would say that very 
few general agents could conduct af 
agency as Mr. Drew has done. In other 
words, he has replaced regimentation 
by individuality and unusual personal 
service. He has substituted a _ very 
unique manner of securing loyalty and 
enthusing his people and it is a question 
whether very many possess that pat- 
ticular attribute. In the opinion of most 
life supervising men, Mr. Drew’s plan 
would fail because almost all men need 
a well prepared plan and a marked out 
program. 

Mr. Drew’s individuality, his unortho- 
dox nature, his independence, might 
have made him a fanatic if he did not 
possess a very keen and delightful sense 
of humor. In the midst of his con- 
versation he emits a laugh that is often 

(CONTINUED ON PAGE 18) 
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quitable of N. Y. Sets New 
Half-Year Group App Record 


—_—— 


BIRTHDAY OF THE COVERAGE 





























President Parkinson Writes Head of 
Montgomery Ward, Which Bought 
First Big Policy 





= 7 NEW YORK, July 8.—In number of 
han a applications the Equitable Life of New 


York for the first six months exceeded 
its best previous first half-year record 
in group insurance. President T. I. Par- 
kinson made this announcement in con- 
nection with the 25th anniversary of the 
beginning of group insurance. In a mes- 
sage to S. L. Avery, president of Mont- 
gomery Ward & Co. Mr. Parkinson 
recalled that it was on July 1, 1912, that 
that firm insured the lives of its 3,000 
employes through the Equitable. Al- 
though a small number of employes had 
been group-insured by the Equitable in 
the year before, it was the Montgomery 
Ward contract that proved the practica- 
bility of group insurance and gave im- 
petus to the movement for employe pro- 
tection that has grawn so tremendously, 
Mr. Parkinson noted. 

As an instance of the development of 
group life insurance in the Montgomery 
Ward organization, Equitable records 
show that 30,000 employes are now pro- 
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Paes tected by nearly $30,000,000 of insur- 
gh ance, the increase through the years 


matching the growth of the mail-order 
house. 
Received 600 Apps 


Group insurance applications, number- 
ing 600, received from employers by the 
Equitable in the past six months ex- 
ceeded the number in the same period 
in 1936, the best previous year, by nearly 








re able 100. They protect employes in prac- 
hem a§@@ tically every business and industrial ac- 
d edu- ERM tivity against the hazards of death, dis- 
ability, and old age. The increase in 
y new group insurance writing was cited by 
ds out Mr. Parkinson as an indication of con- 
[O give R= tinuing improvement in business and in- 
He de dustry, as well as of a greater interest 
lot too by employers in the welfare of their 
es = employes. 
1 min 
when Buy Several Different Coverages 
Ree “In former years,” he said, “it was 
a the practice of employers, in introducing 
y ‘tele group protection in their organizations, 
AP pe to begin with group life insurance and 
otha at later periods to add other coverages. 
The past six months have been marked 
a ine by the large number of group plans in 
> which employers have provided three or 
nail more forms of protection—including 
re i Sroup accident and health insurance, 
‘houll group accidental death and dismember- 
+ ine ment insurance, and group hospitaliza- 
: a tion benefits, in addition to group life 
Byes protection. The number of group an- 
nuity plans, providing a retirement in- 
come for employes ta supplement the 
old-age annuities established in the so- 
cial’ security act, has also been gratify- 
ing. 
ng an poe ee 
, U. S. Junior Officials 
e has ST. LOUIS, July 8—Marvin Hurley, 
ternal executive secretary for the United States 
very Me Junior Chamber of Commerce, with 
+ headquarters here, states that Perry 
other Pipkin, a general insurance agent of 
ation Memphis, was elected national treas- 
sonal urer. He formerly was a national vice- 
very President. 
- and Several other insurance men were 
stion elected members of the board of direc- 
par- tors: J. H. Campbell, Campbell-Estes 
most Company, Wichita Falls, Tex.; Mark E. 
plan ati agent for Mutual Life of New 
neal ork in Meridian, Miss.; Neil Flenner, 
1 out Jr., manager of the insurance depart- 
ment of Elmendorf Antony Company, 
iti Spokane, and Jesse N. Fletcher, life in- 
night surance supervisor, Great Southern Life 
| not of Houston, at San Antonio, Tex. 
ense RIE) 
on The Oregon department has admitted 
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Applications in $1,000,000 
Class Being Offered Again 





MOSTLY FOR BUSINESS, TAXES 





Some Companies Won’t Touch Larger 
Cases; Others Nearly as Liberal 
as in Old Days 





NEW. YORK, July 8.—Applications 
for $1,000,000 and up are currently com- 
ing across home office underwriters’ 
desks. and quite a number more in the 
range between $100,000 and $1,000,000. 
Most of these are for business insurance 
and tax-saving purposes. At least one 
of the. million-dollar applications was on 
a woman. This was for tax-savings. 

Wealthy oil men are contributing 
quite largely to the bigger. policies as 
might be expected. from the high price 
of oil and the prosperity of that busi- 
ness. The steel business and the auto- 
mabile business are. also contributing 
more than their share. 

Some selection officials believe that a 
million-dollar: policy simply cannot be 
underwritten. Others, however, are re- 
ported to be about as liberal as they 
were in pre-depression. days. Naturally 
more shopping around is necessary be- 
cause companies generally have reduced 
their detention limits since 1929. 


Oklahoma Examination Ruling 
OKLAHOMA CITY, July 8—The 
Oklahoma insurance board has voted 
unanimously that examinations of com- 
panies. shall. be hereafter conducted only 
by order of the.majority of the board. 


Arrest Unlicensed Agents 


A drive on unlicensed life insurance 
agents in Mississippi: by Commissioner 
Williams has resulted: in. the arrest and 
conviction of two persons who claimed 








Indorsed for Reelection 
as National Trustee 








E, A. CRANE 


Both the Indiana State Association of 
Life Underwriters, and the Indianapolis 
association have unanimously adopted 
resolutions of vigorous indorsement of 
Ernest A. Crane, general agent North- 
western Mutual in Indianapolis, for re- 
election as-trustee of the National asso- 
ciation. These indorsements from his 
“home folks” express pride in Mr. 
Crane’s record as a trustee and a recog- 
nition of his services to the cause. 








to represent a leading company. They 
gave their homes as Knoxville, Tenn. 
Harry. O’Steen, president of the Missis- 
sippi Life Underwriters Association, 
assisted in working up the cases. 








That’s Life 


story :— 


A healthy, happy family. 


and $10,000 was added. 


one on the $10,000. 


toward educated maturity. 


Independence Square 





These three children, their father and mother dead, still 
live in the old home, go to the same school as before, and will 
go to the colleges selected for them years ago. 


Boy 15, girl of 13, girl of 11,—and a mother and a father. 
That was in February, 1936. In 
that month, pneumonia, and the mother died. A widowed 
sister-in-law came to keep house for the stricken family. The 
father then asked for figures showing cost of bringing each 
child to age 21, college included. Existing insurance, $22,000, 
Income from Interest Option, to be 
payable to a trust company, under a definite plan for the 
children’s rearing, and one-third of the principal to each at 
age 21, the trust company being empowered meanwhile to 
withdraw from principal at its discretion. 

Last January pneumonia again, and the father died. The 
insurance plan became operative,—secured through the pay- 
ment of a few premiums on $22,000 of the insurance and of 


That’s life insurance,—functioning to maintain the home 
and continue unbroken the progress of parentless children 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 
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This is the 
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Annual Agency Roundup of 
Old Line Life Under Way 





SESSIONS HELD IN CHICAGO 
President Reilly of Milwaukee Company 
Contrasts Its Position Today With 
That 27 Years Ago 





Leading producers of the Old Line 
Life of Milwaukee are holding their an- 
nual agency convention in Chicago this 
week. The sessions which began 
Wednesday will continue through Fri- 
day. Business meetings are being held 
during the morning and the afternoons 
are devoted to recreation. Warren J. 
Moore, secretary, is general convention 
chairman and arranged the program. 
There are nearly 100 in the group. 

President John E. Reilly gave a re- 
view of the company’s 27 years, con- 
trasting the situation in the early days 
with the condition of the company at 
present. He exhibited the Old Line’s 
first advertisement which appeared in a 
Milwaukee paper at the time the com- 
pany was chartered. Old Line began 
with paid in capital of $552,348 and sur- 
plus of $183,387, and today the capital 
stands at $1,000,000 and net surplus 
$1,075,000. Mr. Reilly said on the day 
the company began writing it had 16 
agents under contract. It now has an 
agency organization of 385, and these 
132 have contracts in both the life and 
accident and health departments. Mr. 
Reilly said that George J. Hanson, who 
was among the company’s original 16 
agents, is still selling policies for Old 
Line, writing most of his business on 
the sons and grandsons of his original 
policyholders. Mr. Reilly referred to 
the fact that most of the important 
stockholders have retained their original 
holdings, which has given stability to 
the company. 

Paul Parker Presides 

Paul A. Parker, agency director, pre- 
sided at the first business session. Greet- 
ings were extended by C. B. Robbins, 
manager American Life Convention. 
Howard J. Burridge, THe NATIONAL 
UNDERWRITER, Outlined a plan by which 
life insurance may be tied in with the 
social security act, and Harold R. Gor- 
don, executive secretary Health & Ac- 
cident Underwriters Conference, was the 
concluding speaker. 

Accident and health premiums in- 
creased 8 percent in 1935 and 11 percent 
last year, he said, which clearly indi- 
cates the great public interest in this 
coverage and the opportunity awaiting 
agents to render a distinct service in fill- 
ing the need. 

Two Lines Closely Connected 

Mr. Gordon declared that life insur- 
ance and A. & H. go hand in hand and 
supplement each other. They both 
should be sold by life agents to render 
better service to policyholders. Neither 
alone fully protects the policyholders’ 
income under all conditions; together 
they give complete income protection in 
each case of death, accidental injury or 
sickness. 

The opportunity to sell A. & H. is 
greater for life agents than ever before, 
he said, especially in companies having 
both departments. The public has be- 
come definitely accident insurance con- 
scious. There has~been increased pub- 
licity of the accident and health hazards 
through A. & H. companies. The per- 
sistent campaign of newspapers against 
deaths and injuries, with printing of 
daily stories about horrible accidents, 
has made a deep impression on the pub- 
lic. It alone has emphasized the great 
income loss due to accidents. Then, too, 
Mr. Gordon said, social security legisla- 
tion has made the public aware of the 
desirability of income protection. 

Mr. Gordon answered objections to 
selling A. & H. often raised by life 
agents. He said far from being too 
technical, A. & H. policies are no more 
technical than life policies and there are 

(CONTINUED ON PAGE 16) 
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No Boom Seen for 
Insurance Trusts 


Option Restriction Effect Offset 
by Banks’ Boosting 
of Ante 


MINIMUM ABOUT DOUBLED 


e 


Big N. Y. City Fiduciaries Don’t Want 
Less Than $100,000; Rise 
Is General 


NEW YORK, July 8—While settle- 
ment option restrictions, already an- 
nounced by the New York Life and Pru- 
dential and expected momentarily from 
other companies, might be thought to 
have a stimulating influence on life in- 
surance trusts, the trust companies 
themselves regard it as extremely un- 
likely that there will be any perceptible 
effect. 

The main reason is that trust compa- 
nies’ minimum requirements as to the 
size of a trust are just about double that 
they were only a few years ago. The 
larger trust companies in New York City 
are not interested in an account less 
than approximately $100,000. Not so 
long ago the figure was about $50,000. 
These figures would not apply outside of 
New York. City, being scaled down 
roughly in proportion to the size of the 
city in question. The increase in the 
minimum requirement, however, is said 
to be about the same everywhere. 


Less Sought Than Formerly 


From a trust company’s point of view, 
life insurance trusts are not so desirable 
as they were once considered. The 
trust company may have to wait 40 years 
or so for the insured to die before it 
can begin to collect any part of its fee 
for managing the trust account, In 
the meantime it has been to some ex- 
pense, it has acted as custodian of the 
insurance policies and kept them in its 
vault at no charge. And there is always 
the chance that the insured, through nec- 
essity or whim, may decide to terminate 
the trust arrangement after 30 years or 
so have elapsed. When this happens 
the trust company finds itself in the 
position of having laid out between $100 
and $200 in overhead with nothing to 
show for it. The wholesale wrecking of 
insurance trust accounts during the de- 
pression gave the trust companies some 
new angles on the desirability of life in- 
surance trusts. 

Far from looking at life insurance 
trust accounts with hungry eyes, the 
trust companies normally urge those 
who come to them for advice about 
their life insurance to leave it with the 
companies under settlement options 
where guaranteed income for the family 
is the principal objective. At one of the 
largest New York City trust companies 
it was said that if a man’s estate runs 
up even to $200,000 in life insurance its 
advice would be emphatically to leave it 
under modes of settlement unless there 
is a very substantial general estate as 
well. 

Wants General Estate 


What the trust company is interested 
in is not the life insurance trust in it- 
self but as it may be a part of a consid- 
erably larger general estate. Where life 
insurance is. taken for estate or inheri- 
tance tax purposes it is particularly de- 
sirable that a trustee be used. For ex- 
ample, a man owns a manufacturing 
plant worth say, $1,000,000. It would 
be extremely difficult to liquidate, wholly 
or partially, for the payment of taxes. 
The obvious remedy is to take a sub- 
stantial amount of life insurance to take 








Views from Commissioners’ Meet 








Pictures of some of those attending the 
meeting of insurance commissioners. 

No. 1. Canadian superintendents E. B. 
McLatchy, New Brunswick; Georges La- 
France, Quebec, and H. D. McNairn, On- 





tario; No. 2. Carl L. Odell, president All- 
state Insurance Company and Hercules 
Life; No. 3. C. F. Hobbs, Kansas com- 
missioner; No. 4. Mrs. J. F. Smith, Cam- 
den, N. J., daughter of C. A. Gough; J. F. 


Smith; C. A. Gough, New Jersey deputy; 
W. J. Snedecker, New Jersey department; 
Miss Dorothy O’Day, New York City— 
Photos taken by H. H. Fuller, deputy 
U. S. manager, Zurich. 














NEWS OF WEEK 


Agents largely overlook old policyhold- 
ers and are going after competitors’ 
clients and new prospects, June buyers 
survey of American Service Bureau indi- 
cates. Pagel 





* *K * 
Detailed, completed program of main 
convention sessions for Denver meeting 
of National Association of Life Under- 
writers is rr a Pagel 
* * 


The Prudential and New York Life 
make changes in settlement methods. 
Pagel 
eR) hk 
Possible demand for life insurance 
trusts, due to settlement option restric- 
tions, held offset by higher require- 
ments of trust companies. Page 4 
* *K x 


Applications in_ million-dollar class 
again being submitted to home offices; 
mostly for business and tax purposes. 
Page 3 
at 
Personality sketch is given of A. A. 
Drew, who is retiring as Chicago gen- 
eral agent of the Mutual Benefit Life. 
Page 2 
* Ok Ox 
Cc. I, O. claims active organizations in 
more than half of New York’s 220 indus- 
trial life offices. Page7 
* * * 
George A. Patton, agency superintend- 
ent of the Mutual Life, has been elected 
vice-president and agency manager. 
Page 9 


Takes Agency in Cincinnati 


The National Life of Vermont has 
named J. W. Austin, Cincinnati general 
agent. HeisaC. L. U 


Kansas City Ahead 
KANSAS CITY, July 8.—At the half- 
way mark of the year life insurance 





(CONTINUED ON PAGE 16) 


sales here are up from 10 to 15 percent. 








Life Men Oppose Michigan 
Annuity Exemption Bill 








DETROIT, July 8—Organized life 
insurance interests in Michigan have 
urged Governor Murphy not to sign 
house bill 482 passed by the legislature. 
The measure would exempt all annuities 
issued by life companies from attach- 
ment and legal process. 

H. B. Thompson, Detroit, counsel 
Michigan State Association of Life Un- 
derwriters and Qualified Life Under- 
writers of Detroit, told the governor 
the bill was not sponsored or supported 
by the life insurance companies or 
agents. Both the Life President Asso- 
ciation and the American Life Conven- 
tion agree that the measure would be 
unwise since it permits the use of an- 
nuity contracts without limit in shield- 
ing assets from just creditors. 

“We have always advocated proper 
protection for insurance beneficiaries,” 
Mr. Thompson told the governor, “but 
we are unalterably opposed to the mis- 
use of the benefits of life insurance. It 
is obvious that our opposition is con- 
trary to our immediate self-interest. We 
feel certain that upon investigation you 
will be in accord with our opposition to 
this measure.” 








Improvement in insurance in force indi- 
cates a better persistency. 

The Business Men’s Assurance is ap- 
proximately 8 percent ahead for the first 
six months in both accident and health 
and life. 

The Kansas City Life reports sales 
up 9% percent or approximately $34,- 
000,000. 


May Be Places for 9 Who 
Are Endorsed for Trustee 


A dozen or more candidates for trustee 
of the National Association of Life Un- 
derwriters have already been endorsed 
to the nominating committee, a review 
indicates. 

Assuming that Holgar J. Johnson, 
general agent Penn Mutual, Pittsburgh, 
is nominated for vice- president, 
will be eight trustees to be elected—six 
for a two-year term and two for a one: 
year, 

Among those who have been endorsed 


are: 
John W. Yates, Massachusetts Mutual, 


Los Angeles; Isadore Samuels, New 
England Mutual, Denver; J. Hawley 
Wilson, Massachusetts Mutual, Peoria, 
nih: : Harry T. Wright, Equitable Life of 
New York, Chicago; C. J. Zimmerman, 
Connecticut Mutual, Chicago; Ray 
Hodges, Ohio National, Cincinnati; J. A. 
Witherspoon, John Hancock, Nashville; 
W. M. Duff, Equitable Life of New 
York, Pittsburgh: Frank B. Summers, 
New York Life, Boston; H. G. Wisch- 
meyer, John Hancock, Cleveland; Ernest 
A. Crane, Northwestern Mutual, Indi- 
anapolis, and Victor Beamer, Equitable 
Life of New York, Jacksonville, Fla. 

QO. Sam Cummings will be elected 
president, and Mr. Johnson probably will 
become vice-president. R. L. Jones of 
New York will undoubtedly be reelected 
treasurer. Philip G. Young, Metropoli- 
tan Life, San Francisco, it is understood, 
will retire as secretary. It may be that 
the nominating committee will decide 
to recommend for secretary one of those 
who has been endorsed for trustee. It 
that is true, there are openings for nine 





of those who have been endorsed. 
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Agency Plan Once Deemed 
Radical Now Lights Way 





HARTFORD, July 8—In the 23 
years since 1914 a “radical agency plan” 
has become a sound productive program 
that is now attracting country-wide at- 
tention became of increasing realization 
of the importance of a higher quality of 
agents. When the late Winslow Rus- 
sell, vice-president Phoenix Mutual Life, 
first presented the main planks in a new 
agency platform, the life insurance fra- 
ternity branded it as radical, visionary, 
and impractical Home office men 
agreed the ideas were fine in principle, 
but, they said, the old system was too 
firmly entrenched to be dislodged. 

Mr. Russell, however, was a tolerant 
man—and he was patient. A test ques- 
tionnaire sent by him to groups of busi- 
ness men had proven that many of them 
were interested in purchase of life in- 
surance but they were opposed to the 
type of solicitation they were getting. 
The opposite side of the picture showed 
a large group of life insurance agents 
inadequately trained, producing a small 
volume of business and earning a mea- 
ger income. These were two major 
problems which Mr. Russell’s plan 
aimed to solve. 


Undaunted by Skeptics 


Not the least bit discouraged by the 
widespread skepticism expressed on 
every side, members of the Phoenix Mu- 
tual staff affirmed their confidence in the 
entire plan—and the company took im- 
mediate steps to put the plan into ef- 
fect. As Step No. 1, it pravided that, 
after 1914, the company would not re- 
new the contract of any man not pro- 
ducing a specified minimum of new 
business. This minimum was small but 
the Phoenix Mutual, like other compa- 
nies, had many agents on its force who 
did not produce even this trifling 
amount. Their chief function was to 
“horn in’ on a case after a regular 
life insurance man had worked it up. 

Step No. 2 was the elimination of the 
part-time man. The company’s experi- 
ence showed clearly that the full-time 
man was the backbone of the sales or- 
ganization, and it was decided that, after 
1919, no more part-timers would be 
hired. It took real courage to cancel 
several hundred contracts in one day, 
but results have proven it a wise step 
not only for this company but for many 
more who have followed suit on a modi- 
fied basis in recent years. 

Then, as another important step, the 
Phoenix Mutual announced that it 
would require papers on all prospective 
agents to be sent to the home office 


” 





To Indianapolis 











E. L. SMITH 


=. L. Smith, Massachusetts Mutual 
Life general agent at Mattoon, Tll., has 
been transferred to Indianapolis as gen- 
a agent, succeeding the late M. M. 
Core. 





for approval before hiring was done. 
This, again, was something that had pre- 
viously been unheard of in life insur- 
ance. 

With the emphasis on minimum re- 
quired production and high quality 
agents, the sales training program which 
the Phoenix Mutual had previously pio- 
neered in 1906 became an even more im- 
portant part of agency development. If 
agents were to earn the living to which 
they were entitled, and if the public was 
to receive the life insurance service it 
had a right to expect, then these selected 
agents had to be trained and equipped 
to render a superior type of counselor- 
ship. 

Uniform Contract Established 


As another far-reaching step, these 
men were then put under a uniform con- 
tract. This, it should be remembered, 
was at a time when uniform contracts 
had not been considered by the business 
as a whole, and thus again the Phoenix 
Mutual was a pioneer. 

The next principle of this advanced 
platform was of utmost importance. Mr. 
Russell came to an early realization that 
if the entire plan was to function effi- 
ciently there must be complete coordi- 
nation between the home office and the 
field. In 1915 he began to establish 
branch offices on the premise that the 
branch is part of the home office and 
that the manager is essentially a home 
office man on detached duty, with his 
compensation based on the extent to 
which he fulfills specified factors of effi- 
ciency. 

Significance of Experience 


Much that the Phoenix Mutual did in 
putting through its quality program is 
of vital interest to companies now do- 
ing the same thing or seriously consid- 
ering doing it. Some of what the Phoe- 
nix Mutual did was more arresting, but 
no one thing is of more importance to 
other companies interested in profiting 
by the Phoenix Mutual’s experience, 
than the early realization of the extent 
to which the success of the new set-up 
depended on developing trained, experi- 
enced managers who could be relied 
upon to put the new plan into effect. 
Mr. Russell believed that if the company 
were to attract full-time men of the 
highest type, it must offer them the co- 
operation and intelligent supervision of 
a qualified manager whose sole work 
was management and not personal pro- 
duction. 

These managers were asked to recruit 
and train a moderate number of high- 
grade men while their competitors were 
going in for recruiting on a volume ba- 
sis. The early Phoenix Mutual manager 
saw general agents and other managers 
put 100 or so men under contract while 
he was looking for a dozen. 

Most of these competitors were get- 
ting profitable (or apparently profitable) 
business from part-time agents and the 
Phoenix Mutual manager was some 
times under temptation to do likewise, 
for this sort of business appeared to be 
very inexpensive. Another temptation 
he had to resist was the recruiting of 
the agent who had formerly been a suc- 
cessful producer for another company. 
This always looked like a chance to get 
an experienced man at no cost. Any 
manager would have confidence enough 
in himself to believe he could help such 
an agent stage a comeback, even though 
the law of averages might be all against 
it. 

It was not the lack of basic merit in 
the new system’s fundamental idea nor 
the lack of enthusisam with which it 
was greeted in some quarters that held 
back the rapid spread of the new pro- 
gram. Rather, it was a scarcity of field 
captains or managers who not only had 
acquired something of Mr. Russell’s vis- 
ion but also could go out and put these 
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Field men of The Lincoln National Life can 
sell both guaranteed cost and participating in- 
surance. The Emancipator, Life Expectancy, 
and Low Cost Preferred Risk policies provide 
unusually low guaranteed cost protection. LNL 
Participating insurance, with attractive divi- 
dends and their attendant sales possibilities, is 


also issued. The LNL man’s kit of tools is 


complete. 
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ideals into action at a time when they 
were generally considered to be too 
high-minded to be practical in a busi- 
ness way. 

In addition to careful supervision, Mr. 
Russell was convinced that the company 
should give these carefully selected 
agents certain proven sales aids that 
would help them build business and ac- 
complish greater results in a given 
period than they would otherwise 
achieve. The company’s direct mail 
and national, advertising program, the 
first of its kind in the United States 
and carried on now for many years, 
filled this need. Before introducing di- 
rect mail selling to the field force, Mr. 
Russell conducted several tests, even to 
the extent of taking home 300 penny 
postal cards and personally addressing 
them. 

Te summarize briefly, Mr. Russell 
believed that the development of a 
group of men depended upon three 
things: (1) The type of supervision and 
training they were given; (2) the serv- 





ices at their disposal’ which enabled 
them to see more people on a favorable 
basis; and (3) the commission contracts. 
To get these three factors into proper 
equilibrium and accurately interrelated, 
he felt was an essential though difficult 
job. The importance he attached to the 
first two items may be gathered from 
his statement that “a commission rate 
never determined an agent’s income.” 


Providing for Retirement 


With the closely knit organization 
such as the Phoenix Mutual has now de- 
veloped, it is possible to make some pro- 
vision for the future welfare of the 
agent. For the past 10 years, this com- 
pany has had its own “security plan.” 
This provides disability benefits on an 
attractive basis and provides every man 
with a guaranteed income at age 65, 
based on the length of service and the 
volume and quality of business he has 
produced, without sacrificing any of the 
rights in his contract. In effect, it guar- 
antees that his renewals will not fall 





Help Keep Mothers 


At Home 


Junior and Molly have a good start. 


Even though they 


are fatherless, they will have a comfortable home and 
intelligent training until they reach self-supporting age. 
They should be a credit to the family and an asset to the 


community. 


Their father had only the moderate amount of life insurance 


nearly any man can provide. 


Thanks to the ability and 


interest of his agent, however, it was well selected and well 
arranged. For fifteen years it will provide an income 
sufficient to maintain the family and after that a smaller 
income for the lifetime of the mother. 


Our family income rider provides at little cost the extra 
protection needed during school years. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





below a certain point no matter how 
long he lives. 

It was not expected that this entire 
new agency plan would show results 
immediately. It was a long-range prop- 
osition, and how well it has justified the 
faith of its originator is shown by the 
record of the Phoenix Mutual in re- 
cent years. Today this company is the 
beneficiary of those carefully thought- 
out plans which were declared “vision- 
ary” and “radical” in 1914. 


Low Lapse Ratio 


For example, according to Agency 
Vice-president D. G. Hunter, who for 
the past nine years has had the respon- 
sibility of directing the agency program, 
the company enjoyed one of the lowest 
lapse ratios in the business in 1936. Of 
the total insurance in force at the begin- 
ning of the year, only 4.7 percent went 
off the books through lapse and _ sur- 
render. That means only one thing— 
quality business sold by quality agents. 

Last year, too, the Phoenix Mutual 
kept well ahead of the field on paid-for 
business. While the business as a whole 
showed a loss of 4 percent, the Phoenix 
Mutual made a gain of 16 percent—and 
it must be remembered that the com- 
pany has only about one-third as many 
agents as most companies of its size. 


Gains for Year to Date 


During the first five months of 1937, 
according to Mr. Hunter, the Phoenix 
Mutual chalked up a gain of 23 percent 
in new paid-for business, while in the 
true measuring standard of progress— 
insurance in force—the increase this 
year is just about double what it was 
for the same period of 1936. During 
these same five months, voluntary term- 
inations have dropped $1,500,000, which 
indicates that the company will probably 
better its outstanding conservation rec- 
ord of 1936. Its quality field organiza- 
tion is not only selling business, but sell- 
ing the right kind of business—business 
that remains sold. 


All Time Peak This Year 


In 1914 the Phoenix Mutual had 
$162,931,810 insurance in force. Ten 
years later this figure had grown to 
$395,979,296, or a gain of 143 percent. 
Today this basic index of progress 
stands at over $625,000,000, and the bal- 
ance of 1937 will bring this total to its 
all-time peak. 


S. D. High Court Restricts 
Extensions of Moratorium 


PIERRE, S. D.. July 8—While the 
supreme court of South Dakota in the 
case of Equitable Life vs. Pender, sus- 
tained the constitutionality of the state 
moratorium act, it indicated a limit to 
the use of the act. 

Pender under the moratorium act of 
1935 secured two years extension of re- 
demption after a sale on foreclosure. The 
tract in question was mortgaged for $8,- 
000. At the time of sale accrued inter- 
est and taxes had brought the amount 
up to more than $10,000. At the expir- 


‘ation of the two years he asked the 


court for two years more, and this was 
granted by the circuit court of Minnehaha 
county. On appeal the supreme court 
says the record shows no indication of 
clearing up the record. The amount 
due has grown to more than $12,000 and 
it is conceded to be doubtful whether 
the tract would now sell for the amount 
of the original loan. A debt of 50 per- 
cent more than the selling value of the 
land does not indicate any great prob- 
ability of any move for settlement un- 
der another two-year extension and there 
is no indication that a further extension 
would benefit anyone. The holding of 
the circuit court was reversed and fur- 
ther time denied. 





You’re In the Money—when you sell 
accident and health. Read The Accident & 
Health Review for sales pointers. Sample 
10 cents. Address A-1946 Insurance Ex- 
change, Chicago. 














Wins Promotion | 





B. S. BEECHER 


President Roosevelt has sent to the 


Senate the nomination of B. S. Beecher, © 


former field representative of the social 
security board in Milwaukee, for ap- 
pointment as principal technical analyst 
of the board at Washington. Mr, 
Beecher was transferred to the Wash- 
ington office last February. He was 
formerly vice-president of the National 
Guardian Life, at Madison, Wis., and a 
lecturer at the University of Wisconsin. 








Many U. S. Indictments for 
Insurance Rackets Returned 


DENVER, July 8—The recently en- 5 


acted Colorado law regulating mutual 
benefits is believed to have eliminated 
situations wherein it is possible to oper- 
ate so-called “insurance rackets” in 
Colorado, such as those resulting in the 
indictment of 17 officials of nine insur- 
ance concerns, many of which at one 
time had operated in this state, by a 
federal grand jury at Shreveport, La., on 
charges of using the mails to defraud. 
Floyd B. Ford, one of those indicted, 
formerly held as many as eight different 
charters for the operation of insurance 
concerns in Colorado. This situation was 
made possible when, a few years ago, 


the state stopped issuing charters under | 
the old law. As a result, a brokerage 7 
business developed in the charters al- | 


ready granted, old charters being sold 
for as high as $500. 


Others Named in Indictments 


In addition to Ford, former Denver 
and Colorado operators named in the 


indictments include J. L. Beasley, wha | 
operated the Guaranty Benefit Associa- 7 
tion and the National Protective Union | 


in Denver; Beasley’s wife, Lillian Beas- 
ley and Louise B. Freeman. T. L. Mor- 
ris, L. Hugh Morris and N. M. Morris, 
also indicted, operated in Colorado at 
one time. 

After Colorado ceased issuing charters 


under the old law, the insurance depart- | 


ment began putting pressure on some of 


the concerns operating under the old ~ 


charters, with the result that most 
them transferred their activities to other 
states, including Louisiana and Texas. 


Geneva for ’40 Congress 


Geneva, Switzerland, has been selected 
for the next meeting of the Internationa 
Actuarial Congress in 1940. An invita- 
tion from the United States and Canada 
to hold the meeting in New York City 
was presented to the recent congress if 
Paris by Arthur Hunter, New York Life, 
M. A. Linton, Provident Mutual, and 
W. M. Strong, Mutual, Life of New 
York, but the Swiss city was selected 
after consideration of the several invita- 
tions. 
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Intrenched in Half of N. Y. 
Industrial Offices, C.1.0. Says 











COUNTS ON POLICYHOLDERS 











Feels Agents Are Driven Too Hard, 
Penalized Unduly for Lapses 
and Surrenders 









NEW YORK, July 8.—<Active union 
groups in more than half of New York 
City’s approximately 220 industrial of- 
fices are claimed by the industrial agents 
division of the United Office & Profes- 
sional Workers of America, which is 
affiliated with the Committee for Indus- 
trial Organization. The C. I. O. method 
is to organize groups in separate offices 
rather than attempting to gain general 
interest through a mass meeting, such as 
was attempted last week by an unaffili- 
ated group, the National Association of 
Industrial Insurance Agents. 

At the C. I. O. industrial agents’ head- 
quarters in New York City the attitude 
of the organizers appears to ‘be sober 
and practical rather than the inflamma- 
tory and unreasoning defiance usually as- 
sociated with attempts to arouse inter- 
est in unionization. The present plan 
is to proceed with organization until the 
C. I. O. is strong enough in the indus- 
trial field so that when it calls for an 



































for ap- election among the agents a sufficient 
analyst number of them will designate the 
_Mr. C. I. O. as their sole collective bargain- 
Wash- ing agency. Since the C. I. O. has 
Le , Was been active among industrial agents for 
Jational cnly about three months, the organizers 
, and a are confident that it will be only a short 
sCONSIN, | time before their strength is enough to 
get the union designated as the bargain- 
for ing agency. 

irned Would Seek New Contract 
ia If it is successful in doing this, the 
ty © union would next demand a new contract 
a for industrial agents. The _ principal 
etal changes from the present contract would 
y oper. be the elimination of charges for lapses 


ae and surrenders; a decrease in the pres- 
ent penalties resulting from high lapse 


7< ratios; no finaling, or discharge in cases 
oa where the agent’s previous record is av- 
My erage; and prohibition of harshness or 
tag autocratic tactics on the part of agency 
=a managers. i 
ticted While the first three of these items are 
Sceit of more financial significance to the 
ell agents, the C. I. O. organizers said that 
nye the fourth item had made the biggest 
~~ appeal to prospective union members and 
fon, 1s more important than any of the other 
neo three as a motivating force. : 
‘ie. The C. I. O. people say that their de- 
ye mands for industrial agents are consid- 
erably less drastic than have been de- 
manded and in some cases granted in 
other lines of business. Part of their 
—* confidence in their ability to organize 
. the the industrial agents speedily and ef- 
wile tectively is the spread of the C. I. O. or- 
sneha ganization among the industrial insur- 
Jnion ance buyers. 
Beas- Far-reaching possibilities are conceiv- 
Mor- § able if there should came to exist a 
orris, strong general union to which the indus- 
— trial agents and most of their policyhold- 
ers would belong. The fact that by far 
rters the largest part of industrial insurance 
part- 1S written in mutual companies opens the 
ae al way for union influence in company 
old © Management through votes and proxies 
t of f at policyholders’ meetings. While the 
ther i wisdom of airing this possibility may be 
>xas, challenged, it is already being discussed 
by the C. I. O. people and a policy of 
silence on the part of others in the in- 
surance business will make little differ- 
cted ence one way or the other. 
onal The United Office & Professional 
vita- W orkers, of which the industrial agents 
iada division is a part, was formerly associ- 
City & ated with the American Federation of 
s in abor. However, the A. F, of L. had 
vife, long shied away from the industrial 
and agents field, having passed a resolution 
Jew im 1901 against organizing industrial 
cted agents. When the United Office & Pro- 
rita- fessional Workers Union began to or- 





8anize industrial agents it received a 














‘Ruth Shrier Sets Up New 
Record for the Sun Lifie 


Mrs. Ruth Shrier of Pontiac, Ill., has 
set a new mark for Sun Life of Canada 
agents in number of applications in one 
day. She secured 61 representing $103,- 
000 paid for business. On March 3 last, 
D. E. Dale of Edwardsville, Ill., set a 
Sun Life one-day record by getting 60 
applications, all paid for. Mrs. Shrier 
in consultation with L. V. Drury of 
Peoria, branch manager, and Norman 
Gatsch, agency assistant, settled on June 
28 as the day for her work. No circu- 
lars or direct-mail letters were used. 
Mayor Fred Hierth of Pontiac endorsed 
Mrs. Shrier’s bid to “bring the world’s 
record to Pontiac.” Two local news- 
papers played up her plans, giving lists 
of sponsors. Three doctors were kept 
busy on examinations. Mrs. ‘Shrier’s 
record is a remarkable one and whether 
it has been eclipsed by any other woman 
agent is not known. 











sharp rebuke from William Green, head 
of the A. F. of L. The result was sever- 
ance of the U. O. & P. W. from the 
A. F. of L. and its affiliation with the 
€. =O. 

Since that time the A. F. of L. has 
changed its mind about taking in indus- 
trial agents and has granted a charter to 
a New York City organization. Five 
other organizations are reported to be 
petitioning the A, F. of L. for charters. 

The American Federation of Indus- 
trial & Ordinary Insurance Agents, an 
A. F. of L. affiliate, which now claims 
a membership of over 1,0000, has its 
main office in New York City with 
branches in Wilmington, N. C.; Union 
City, N. J.; Cincinnati, Chicago, St. 
Louis and San Francisco. Its charter was 
presented personally to its president, M. 
L. Davis, by William Green, president 
A. F. of L., in Washington last month. 
This movement is an outgrowth of the 
Industrial Agents Association, which 
disbanded in 1932. It recently absorbed 
the Field Agents Association, headed 
by Lynn Vitale. The head office is at 
1265 Broadway, New York City. 


New Florida Guardian Act 


The Florida inhibition of investment 
of guardianship funds in life insurance 
has been removed by legislative enact- 
ment. The new law authorizes guar- 
dians to invest for their wards in an- 
nuity or endowment policies with any 
life company qualified to do business 
in the state. The proposed law to exempt 
disability income benefits from creditor 
claims failed to pass. 


Capitol Life Qualifiers 

Ten agents have qualified themselves 
for the Capitol Life’s convention in Den- 
ver August 19-21, preceding the annual 
convention of the National Association 
of Life Underwriters. Sanford Stewart, 
Denver, qualified both himself and wife 
by selling 56 percent more business than 
his quota. Over 30 agents are expected 
to qualify by July 31. 


Minnesota Mutual Appointments 


Two former agents of the Minnesota 
Mutual Life have resumed their connec- 
tion with the company. Tom Carna- 
han, who was with the company some 
years ago, returned as general agent at 
Des Moines and Herman Heath, a for- 
mer agent, returned as general agent at 
Oklahoma City. R. C. Cheatham has 
been transfered from Tyler, Tex., to 
Memphis, as general agent. 


Hold Annual Field Day 


The general agents and managers di- 
vision of the Chicago Association of 
Life Underwriters will hold its annual 
field day July 22 at Edgewood Valley 
club. There will be a golf tournament, 
with luncheon and dinner. C. B. Stumes, 
of Stumes & Loeb, general agents Penn 
Mutual, is in charge of arrangements, 
being chairman of the division. 
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..» PEOPLE ARE NO 
DIFFERENT IN THE 
SUMMER ... 














No matter where you go, whom you meet, people remain fundamentally 
the same in summer and in winter, emotionally. 


In summer, people complain of the heat. We all do. 
In winter, we complain of the cold. 


But summer and winter, the same daily necessities of life face each 
bread-winner when he rises and shines for the day’s werk ahead. 


He’s got to earn grocery money. 
He’s got to earn the rent money. 
He’s got to clothe his children. 


He’s got to look after his family--to look ahead, summer and winter, 
night and day. 


And the same appeals to the man’s better instincts—his sentiments—his 
emotions—apply this July as they did last January. 


People are no different in summer. We've just got something new to 


talk about—the heat. 


So there’s no logical or sensible reason to conclude “we always have a 
summer slump ... people are too hot to talk—to buy.” 


As a matter of fact more people are approachable in the summer than 
are in winter. 


They’re sitting outside. 


They’re where you can see them . . . where you can talk to them in a 
friendly, neighborly v.ay—they’re not behind closed doors—they're gen- 
erally on the front porch—within talking distance—within meeting 
distance. 


And the weather is still a good lead-in approach. Everybody still talks 
about it, winter and summer. 
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SALES RECORDS 





Home Life—Had gain of insurance in 
forcé for the first half year which topped 
by nearly $1,000,000 the gain in force for 
the entire year 1936, the latter being 
just in excess of $9,000,000. The com- 
pany had a 23 percent gain in new busi- 
ness for the first half year and a 36 
percent gain for June. 

Bankers Life, Iowa—Sales records of 
six years were smashed with a June pro- 
duction of pver $7,000,000 in honor of 
President G. S. Nollen’s 25th anniver- 
sary with the company. June new paid- 
for business was $7,489,000, the biggest 
June production since 1931, and a gain 
of 28 percent over June, 1936. The first 
half of the year shows $33,710,000, a 
gain of 24 percent. 

Confederation Life—New insurance is- 
sued in May was $3,529,290, of which 
$2,964,833 was ordinary and $564,457 
group. Insurance in force May 31 was 
$403,063,966, including $370,624,803 or- 
dinary and $32,439,163 group. 

Ohio National—Has an unprecedented 
production record with over $2,500,000 
for the fifth consecutive month and over 





$3,000,000 for the second consecutive 
month. June increase was 19 percent. 

Columbian National Life—At the end 
of the first five months showed a con- 
tinuation of progress. So far in 1937 
the average sized policy written is $3,676, 
$550 larger than for the first five months 
of 1936. 

The Columbian National is also show- 
ing substantial increase in business in 
force this current year, increasing stead- 
ily for some time. The average size of 
the “minute man” policy is still increas- 
ing. During 1936 it atttained $7,100; the 
first five months of 1937 it has climbed 
to $7,350. 

United Fidelity Life—Reports June 
production of over $1,500,000 paid for, 
home office employes writing over $130,- 
000. The month’s campaign was in 
honor of President D. E. Waggoner, 
whose birthday is in June. The cam- 
paign closed with a breakfast given by 
the home office employes in honor of 
President and Mrs. Waggoner. 

Southland Life—Reports gain of 42.3 
percent in volume for June over the 





FACTS and FIGURES THAT SPEAK 





INDIANAPOLIS _LIFE 


ASSETS INCREASED 
Assets, December 31, 
Assets, December 31, 

Increase 


SURPLUS INCREASED 
Surplus, December 31, 
Surplus, December 31, 

Increase 


Edward B. Raub, President 





Concerning 


INDIANAPOLIS LIFE INSURANCE COMPANY 


A Legal Reserve, Mutual Company 
Organized in 1905 


“QUALITY, SERVICE, SAFETY FIRST” 


Throughout its nearly one-third of a century in business, the 
INSURANCE COMPANY has 
strictly adhered to the original pledge, "TO KEEP QUAL- 
ITY, SERVICE and SAFETY FIRST." 

Well rounded, substantial growth, a remarkable record 
through the years attest to the wisdom of this course. 


AMONG TOP TEN IN PERCENTAGE OF GAIN 
IN 1936 


Among Companies with over $100,000,000.00 of Insurance 
in Force in the United States and Canada, the Indianapolis 
Life stood in the FIRST TEN among all Companies in per- 
centage of Gain of Insurance in Force in 1936. 


AN OUTSTANDING SEVEN YEAR RECORD 


Summary of Gains Made from 1929 to 1937 


Pic, Giust bh, cae ae $10,455,621.25 


Wa wo iy. eee ee ee 


In addition to these gains, the Company paid $11,314,144.58 to 
policyholders and beneficiaries during these years. 


TOTAL INSURANCE IN FORCE (Paid Basis) 
May 31, 1937 over $102,300,000.00 


Agency opportunities in Indiana, Illinois, Michigan, Ohio, Texas, 
lowa, Minnesota, North Carolina, California and Florida. 


INDIANAPOLIS LIFE INSURANCE COMPANY 
INDIANAPOLIS, INDIANA 


78.4%, 


18,649,487.22 
8,193,865.97 


581,549.70 


A. H. Kahler, Supt. of Agents 








same month of 1936. May gain was 18.1 
percent and April gain 6 percent. 

F. H. White, Jefferson Standard Life, 
Montgomery, Ala.—Led the entire 
agency force in paid-for business for 
May, 1937. 

R. J. Waugh, Travelers, Cleveland — 
Reports 117 percent increase in pre- 
miums for the first five months over 
1936. 

A. F. Haas, Mutual Life of New York, 
Pittsburgh—Five representatives at- 
tained ranking in the company’s 100 
nation-wide leaders in lives insured and 
volume paid during May. They are J. N. 
Latiano, 18th in lives insured; M. V. 
Hyde, 18th in lives insured; Charles Ben- 
jamin, 26th in volume of paid business; 
W. K. Rennie, 30th in lives insured, and 
W. B. Lichliter, 31st in lives insured. 

E. M. Schwemm, Great-West Life, Chi- 
cago—Ranks first in placed business for 
the first six months. A year ago agency 
ranked 1ith, having been started from 
scratch a few months earlier. It was 
also first in placed business for June 
and first for the second quarter. 

Ralph Fisher, Bankers Life of Iowa, 
Kansas City—Exceeded quota in presi- 
dent’s month drive in June by 20 per- 
cent, for an increase of 100 percent. 

H. S. Standish, southern California, 
Sun Life of Canada—Led the company’s 
125 branch offices throughout the world 
for the first six months in production of 
paid new insurance. The branch ex- 
pects to be represented by 16 leaders at 
the company’s agency convention at 
Jasper Park, Canada, August 25-27. 

J. H. Cowles, Provident Mutual Life, 
Los Angeles—Large volume written in 
President’s Month campaign during 
June. Total paid-for volume for the 
first six months ahead 25 percent. 


Wins President’s Cup 


The Marquis-Ellsworth Agency of the 
Provident Mutual in Chicago won the 
“President’s Cup” offered by President 
Linton for June production. It was won 
in competition with the 15 largest 
agencies, the Chicago agency scoring 141 
percent of its assigned quota for the 
month. Total production was $343,000— 
every agent under contract contributing 
at least one application to the total. The 
Marquis-Ellsworth Agency is approxi- 
mately 22 percent ahead of 1936 in paid 
business to date, and expects to finish 
the year with at least a 25 percent gain. 


To Pyramid Lite | 











HUGH D. HART 


Hugh D. Hart, former vice-president 
of the Penn Mutual Life, has been 
named agency director of the Pyramid 
Life of Little Rock. The Pyramid, which 
now operates in Arkansas, Oklahoma 
and Texas, contemplates qualification in 
other states soon. Mr. Hart is a native 
of Arkansas and began his insurance 
career with the Gordon H. Campbell 
general agency of the Aetna Life in 
Little Rock. He has been engaged in 
a variety of business enterprises since 
leaving the Penn Mutual about eight 





years ago. 
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Is Placed in Line | 











DR. A. E. JOHANN 


Dr. A. E. Johann, associate medical 
director Bankers Life of Iowa, is the 
new vice-chairman of the Medical Sec- 
tion, American Life Convention. Thus 
according to custom he will be the chair- 
man next year. He was born at Eu- 
reka, Ill., son of the president of Eureka 
College, and was graduated from Cul- 
ver-Stockton College, Canton, Mo., se- 
curing his M. D. from Johns Hopkins. 
He interned for two years in Boston 
hospitals connected with Harvard Medi- 
cal School and then practiced in Minne- 
apolis until the world war. 

In the service he was stationed in the 
attending surgeon’s office, a subdivision 
of the surgeon-general’s office, Wash- 
ington. After the war he went to the 
Travelers’ home office as assistant med- 
ical director, and early in 1922 joined 
the Bankers of Iowa as assistant medi- 
cal director, advancing to associate in 
1935. Dr. Johann was program chair- 
man for the Colorado Springs annual 


held. 


Failed Company Must Pay 
LANSING, MICH., July 


mium tax was actually a prepaid privi- 
lege for the right of doing business in 
the state during the next year. Failure 


necessity for paying the right to be li- 
censed the following year, he asserted. 
The Michigan court held that this was 
incorrect. As a new out of state com- 
pany does not have to pay a license fee 
for its first year, unless it is charged 
for the year following its withdrawal, it 
would be a discrimination against Mich- 
igan companies. The court held that the 
tax on gross premiums was due at the 
time the company went out of business 
and is a valid claim against the assets 
in custody. 

Nebraska supreme court recently de- 
cided that a company did not have to 
pay the premium tax in a similar situa- 
tion. 


Merges Southern California Field 


Pacific Mutual Life has merged its 
southern California territory into 4 
single general agency headed by G. C. 
Janney, former general agent at River- 
side. Headquarters will be at San Diego 
and new district offices have been estab- 
lished at San Bernardino, Santa Anna, 
and Riverside. The new territory in- 
cludes Grange, Riverside, San Bernar- 
dino, San Diego, Imperial and eastern 





Los Angeles counties. 










meeting of the Medical Section just § 


8.—The @ 
Michigan supreme court has held that a | 
failed company must pay premium taxes | 
up to the time it went out of business § 
and in the state’s suit against the re- | 
ceiver for the National Life, U. S. A. 7 
P. J. Lucey, the receiver, held that pre- § 


to continue in business eliminated the | 
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New Agency Head Named 
by Mutual Life, New York 
















GEORGE A. PATTON 


George A. Patton, superintendent of 
agencies of the Mutual Life of New 
York, has been made vice-president and 
manager of agencies to fill the vacancy 
caused by the death of George K. Sar- 
gent. Mr. Patton, since 1927 manager 
at Columbus, O., was appointed super- 
intendent of agencies May 1 of this year. 
The new vice-president has a record of 
27 years of company service, having be- 
gun his career as an agent in Cincin- 
nati. Because of his outstanding field 
record he was appointed manager at Des 
Moines, Ia., in 1925. It was from this 
post that he was transferred to Colum- 
bus two years later, where he made an 
exceptional record in building and man- 
aging an agency organization with a 
sustained record of production and con- 
servation. 

Mr. Patton is a man of genial, ingrati- 
ating nature and he has the entire con- 
fidence of the field staff. 








T. R. Fell, Massachusetts 
Mutual N. Y. Veteran, Dies 


NEW YORK, July 8.—T. Reid Fell, 
72, for many years general agent in 
New York City of the Massachusetts 
Mutual Life, died July 3 at his home in 
New York City. He had retired as 
general agent of the Massachusetts Mu- 
tual five years ago but took an active 
interest in the business as a member of 
the New York City Life Underwriters 
Association executive cammittee. 

A native of Canada, Mr. Fell began 
his life insurance career in 1892 as sec- 
retary to Col. C. H. Raymond, then 
general agent of the Mutual Life in 
New York City. Later Mr. Fell became 
a general agent of the same company 
in New York. He was president of the 
New York City Life Underwriters As- 
sociation during the Armstrong investi- 
gation in 1906 and was one of the few 
who supported the work of Charles 
Evans Hughes in conducting the invest- 
tigation. Though he felt that the Arm- 
strong investigation was justified, Mr. 
Fell also thought that the original pro- 
posal for limiting agents’ compensation 
went too far. He was instrumental in 
getting it liberalized so that it would 
not strangle the development of new 
business, 





Developed Audit System 


While not the originator of the audit 
System of selling insurance nor of joint 
work by teams of new and experienced 
agents, Mr. Fell did much to bring both 
of these plans ta the highest degree of 
usefulness. Mr. Fell left the Mutual 
Life of New York in 1907. For a time 
he was in the general insurance business 
and later had an agency in New York 









City for the Prudential. Then he be- 
came affiliated with the Massachusetts 
Mutual Life and in 1910 became its gen- 
eral agent in New York City. A sur- 
viving brother, H. N. Fell, was an agent 
in his office for several years and later 
became general agent for ‘the Massa- 
chusetts Mutual in midtown New York, 
from which post he retired at the same 
time as did T. R. Fell. Another 
brother, W. C. Fell of Hempstead, L. I., 


also survives. 


Unionists Hit Treasury Ruling 


A resolution protesting the Treasury 
ruling that agents of the Northwestern 
Mutual Life are independent contractors 
rather than employes under the social 
security act has been adopted by the na- 
tional executive board of the United Un- 
derwriters of America, the labor union 
of which Jack Bradon is president. The 
Treasury ruling means, of course, that 
a union of agents who are independent 
contractors would not come under the 
Wagner labor relations act. 

Mr. Bradon has finished a 15-day or- 
ganizing trip in the northwest. He has 
started local unions at Minneapolis and 
Duluth and one is in process at St. Paul. 
Local groups at Indianapolis and Cin- 
cinnati are now discussing affiliation 
with the C.I.O., A.F.L. and the Bradon 
movement. A call may be sent out to 
all local groups to attend a conference 
in the fall with a view to agreeing on an 
affiliation. 





New York Life Veteran in 
Chicago Quits His Post 








R. E. Whitney, inspector of agencies 
of the New York Life in charge of the 
central department at Chicago since 
1907 and a Nylic since 1883, has retired 
and gone to his summer home at North 
Lake, Wis. Selection of a successor has 
not been announced. The Chicago 
branches are now reporting direct to 
the home office. A testimonial contest 
is being conducted for Mr. Whitney in 
the department. He was feted by Chi- 
cago agency directors this week at a 
lunch, being presented an onyx and gold 
desk set bearing an inscription. 

Mr. Whitney started with the New 
York Life Oct. 18, 1883, at the home 
office, then being 18 years old, and after- 
wards was connected with the Seaboard 
branch in New York City. In 1892 he 
took charge of the branch, which be- 
came the largest, and in 1894 he took 
charge of the Newark branch, which 
also had a successful record. Later he 
started branches at New Haven, Conn., 
Providence, R. I. and Trenton, N. J. 
Then he supervised the out of town 
branches, continuing in charge of Sea- 
board branch, and started eight more 
branches in New York City. 


Developed Far East 


Mr. Whitney in 1901 started organ- 
izing agencies in Japan, China and the 
Philippines, this pioneer work being suc- 
cessful. Mr. Whitney was transferred 
to Colorado for two years as agency 
director due to illness of Mrs. Whitney, 
then went to Chicago in 1905 as super- 
visor. Since taking charge in 1907 he 
organized 14 branches in the central de- 
partment, all now being successful. 
These included branches in Chicago, 
Illinois outside of Chicago, Nebraska, 
Iowa and South Dakota. His organiza- 
tion work resulted in so great a busi- 
ness growth that the one department 
since has been split in three. 

His department paid for $118,426,990 
in 1929, a production much greater than 
the proportionate increase for the whole 
company. At the end of 1935 the New 
York Life had in force in Illinois $626,- 
705,304, most of which was put in force 
under Mr. Whitney’s direction, whereas 
in 1907 only $11,518,568 was in force in 
the department. The central department 
always has had a good record for filling 
top allotments. Mr. Whitney is re- 
spected and loved by all the central de- 
partment agents. 
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TO OBSERVE ANY ANNIVERSARY 


and 
ACCIDENT-HEALTH-LIFE INSURANCE 
to offer 


COMPLETE PROTECTION! 


B.M.A. Salesmen in thirty states and the Dis- 
trict of Columbia are celebrating this month. 
Their cause is two-fold. First, the company has 
just completed its 28th ANNIVERSARY. Sec- 
ond, an increase in business has been recorded for 
the 23rd consecutive month. 



























































No wonder then that B.M.A. Salesmen are 
celebrating. They have all learned to convert 
B.M.A.’s complete portfolio of personal protec- 
tion into more profits for themselves. 


Yes, B.M.A. and B.M.A. Salesmen have cause 
to celebrate their 28th ANNIVERSARY. For 
among other things they have the advantage of 
selling Accident, Health and Life Insurance. 


BUSINESS MEN’S 
ASSURANCE CO. 


Kansas City, Missouri 


W. T. GRANT, President 
J. C. Higdon, Vice-President in charge of sales 
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Unionizing Industrial Agents 


Tue C. I. O.’s assertion that it has 
active groups in more ihan half of New 
York City’s approximately 220 indus- 
trial offices is a long way from a union- 
ized majority of industrial agents in the 
metropolitan area. The C. I. O. pre- 
fers not to reveal its numbers just now 
and it ddesn’t take but a few men to 
constitute a group. But even after dis- 
.counting what the leaders say it can 
hardly be denied that there has been 
more unionization activity in the indus- 
trial agent field in the last few months 
than in all the previous history of the 
institution. 

Where all this activity is leading is 
something about which it is difficult to 
get an unbiased answer. Does it mean, 
as the C. I. O. hopes, that the present 
members, few though they may now be, 
are of sufficient standing in the business 
to serve as centers of influence which 
will spread the union gospel with the 
speed of geometric progression? Or does 
it merely indicate that the union has 
succeeded in rallying the disgruntled 
minority always present in any large 
group and that those who are holding 
aloof are numerous enough and sufficient- 
ly strong in their belief that they are 
better off without a union that the C. I. 


O. can expect to make little further 
progress? 
One of the major complaints of the 


industrial agents, according to the 
C. I. O. organizers, is that managers 
harangue their men in the manner of a 
football coach between the halves in a 
way that outrages the agents’ self-re- 
spect. Yet it is a question whether 
industrial agents can afford to be with- 


out strong executive direction that not 
only charts the way but insists on the 
way being followed. 

Industrial agents have always had a 
logical alternative if they felt that their 
lot was to hard to bear. They had only 
to turn to the ordinary field, where 
commission rates are higher than theirs, 
the agent’s time is his own, and require- 
ments are so modest that an agent can 
starve to death before being fired. There 
is no salary, of course, but the freedom 
of action should more than offset this for 
those who might feel that they were 
being too much regimented on the debit. 
Yet it is a fact that extremely few 
agents leave the industrial end of the 
business to go into ordinary. 

While the industrial field hasn’t any 
Million Dollar Round Table, yet its 
agents make far more on the average 
than the average ordinary agent. The 
question before those agents who are not 
merely nursing a real or fancied griev- 
ance is, can they afford to be without 
the stimulus to sustained effort that is 
provided by the terms of their con- 
tracts and the motivation by their man- 
agers? The extra cost of a let-down in 
sales effort can only be assessed on the 
policyholders. Extra cost means greater 
sales resistance, still further lessening 
production. And no matter how liberal 
an agent’s contract the union might suc- 
ceed in exacting from a company, the 
cnly source from which an agent can be 
paid is the premium income from pol- 
icyholders. The agents must consider 
that if they put the company in a hole 
they are putting themselves in a deeper 
one. 


Fair and Far-Sighted Action 


MicuHiIGAN life insurance men are to be 
congratulated on their stand against the 
measure exempting all annuities from 
attachment and legal process. In urging 
GoveRNoR MurpHy to veto the bill, H. B. 
THompPson, counsel for the MICHIGAN 
StaTE ASSOCIATION OF LiFE UNDERWRITERS, 
stated the measure would be unwise as it 
permits use of annuity contracts without 
limit in shielding assets from just creditors. 

Although such legislation would ob- 


viously be of immediate benefit to life 
insurance in stimulating sales, it would be 
harmful to the cause of securing proper 
protection for life insurance beneficiaries. 
As most legislation is ear-marked with 
self-interest, the unselfish stand taken by 
the Micuican life men shows that they 
are honest and fair in their convictions 
which should be of great value in future 
legislative work. This far-sighted action is 
definitely in the right direction. 


An Impressive Array 


THE women’s. producers conference 
staged for its Greater New York territory 
by the EguitasLe Lire or NEw York em- 
phasized in striking fashion the important 
place which women agents have made for 
themselves in recent years. As Miss 
BEATRICE JONES, who had charge of the 


program, pointed out, the life insurance 
business gives a woman an equal basis 
of compensation with a man, the knowl- 
edge that her value increases with her 
age instead of vice-versa, security in her 
job as long as she continues competent, 
and the great satisfaction of knowing 


that in her work she is helping some- 
one else. 

Many of the problems of women 
agents are identical with those of their 
male colleagues but remembering that 
they are women as well as life insurance 
agents undoubtedly helps their esprit 
de corps. A group of agents producing 
$16,000,000 a year, as the Equitable’s 


New York women agents do, does not 
need to be reminded that it is an im. 
portant section of any company. At 
the same time, meetings such as that 
staged by the Equitable have an inspir. 
ing effect on women agents generally 
and are an impressive reminder of what 
may be expected in the future from the 
weaker sex. 








PERSONAL SIDE OF BUSINESS 





Henry E. North, vice-president Metro- 
politan Lite, who was recently appointed 
chief executive in charge of the Pacific 
Coast head office at San Francisco, has 
assumed his new duties, succeeding the 
late F. J. Williams. James A. Smithies, 
newly appointed Pacific Coast superin- 
tendent of agencies, is also in San Fran- 
cisco. 


H. B. Hackleman, Waco, Tex., agency 
supervisor for the Great Southern Life, 
has been elected second vice-president 
of the Waco Lions Club. 


Walter W. Head, president of the 
General American Life, has been re- 
elected president of the National Coun- 
cil of the Boy Scouts of America for 
a three-year term. He has also been 
elected a director of the recently organ- 
ized Farmers Club of St. Louis, com- 
posed of business men who operate 
farms as an avocation. 


The Topeka Life Underwriters Asso- 
ciation held a banquet for Pendleton 
Miller, formerly Topeka manager of the 
Equitable Life of New York, who has 
been named Kansas general agent by 
the New England Mutual. Charles Col- 
lins, New England Mutual assistant 
superintendent of agents, acted as toast- 
master. 

James Hearn, 75, for 42 years an 
agent of the John Hancock at Urbana, 
O., visited his company’s home office 
for the first time in June, when he and 
Mrs. Hearn celebrated their golden 
wedding anniversary with a trip to Bos- 
ton. Born the year his company was 
founded, Mr. Hearn is still an active 
producer under the R. W. Hoyer agency 
at Columbus, O. He began his business 
life as a newspaper man, but early 
switched to life insurance. 


E. A. Roberts, vice-president and gen- 
eral counsel Minnesota Mutual Life, has 
been elected president of Gyro Interna- 
tional, in which he has been an active 
worker for several years. 


Harry L. Givan, who joined the A. H. 
Challiss agency of the Massachusetts 
Mutual Life at Seattle, is the outstand- 
ing amateur golf player in the northwest. 
He won the Pacific Northwest amateur 
championship in 1936 and just recently 
at the Tacoma Golf & Country Club, in 
competition with practically all the lead- 
ing golfers in the section, he defended 
his title and so is the 1937 champion. 
He won the Washington state open 
championship last year and has that title 
at present since the 1937 tournament 
has not yet been staged. His scores are 
almost always under par, usually be- 
tween 65 and 70 strokes on the 18 holes. 
Last year he was one of the two players 
to be chosen from the Pacific Coast in 





making up the Walker cup team of 10 





to represent the United States against 
the British team at Pine Valley, N. J. 

He is 26 years of age. General Agent 
Challiss predicts that he will make his 
mark in life insurance as he has in golf 
because he is a hard worker, has a vigor- 
ous and pleasing personality and makes 
friends easily. 


Insurance Director Ernest Palmer of 
Illinois, who is recovering from his re- 
cent serious operation for appendicitis, 
finds it necessary in order to secure 
complete recovery, to get away from 
official duties. He intends to go to 
Mexico and will make his headquarters 
at the home of Alfred MacArthur, 
president Central Life of Chicago in 
Cuernavaca where he has visited before. 
President MacArthur owns a delightful 
place and it is cared for by an Indian 
woman. His friends are often invited to 
use the house and this was suggested to 
Mr. Palmer as being a proper place for 
him to while away the next few weeks. 
Mrs. Palmer will accompany him. 

Jackson Cochrane, insurance commis- 
sioner of Colorado, can always be 
counted on to take plenty of time in re- 
turning ta his office from attending con- 
ventions of the National Association of 
Insurance Commissioners. He _ grasps 
the opportunity to visit a number of 
company headquarters in the section 
where the meeting is held and en route 
home. This week he is in Chicago and 
expects to get back to Denver some 
time next week. He attended the Phila- 
delphia convention the week of June 21. 


J. G. Phillips has just celebrated his 
20th anniversary as Des Moines manager 
of the Travelers. Sixty Iowa agents 
sold 453 life and accident policies in June 
in honor of Mr. Phillips. It was the 
largest single month’s production for 
the agency since 1929, 


Vice-president C. | B. Morcom of the 





Aetna Life group has observed his 35th | 


anniversary with the companies. He 


joined the Aetna immediately after grad- | 


uating from high school. 
assistant secretary of the 
in 1913, secretary in 1921, and _ vice- 
president of the Actna Life and Aetna 
Casualty in 1923. He is also vice-presi- 


He was elected | 
Aetna Life | 


dent of the Automobile and Standard | 


Fire. 


E. M. Crutchfield, veteran Richmond, 


Va., general agent of the 
Life of New York, was shot to death 
in the rear of his home July 3, dying 
almost instantly. 


Crutchfields’ negro chauffeur after he re- 
sisted arrest and seriously wounded a 
policeman. Mrs. Crutchfield, in an up- 
stairs bedroom, heard the shots but mis- 
took them at first for the backfire of an 
automobile. Apparently the tragedy was 
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e to the negro’s request for a salary 
ncrease being refused. Mr. Crutchfield 
ad been general agent for the Equitable 
pr 26 years. He started as an agent in 
ichmond for the Union Central, then 
everal years later became general agent 
t Baltimore for the Travelers, and later 
ent with the Equitable as general 
gent at Richmond. He was past presi- 
ent of the General Agents Association 
nd also past president Richmond As- 
ociation of Life Underwriters. Mr. 
rutchfield was 67 years old. Funeral 
ervices were held Tuesday afternoon 
om St. Paul’s Church with burial in 
ollywood. Agents of the Equitable in 
Richmond were among honorary pall- 
bearers. 









































Miss J. F. Nicolls, pioneer woman 
gent of the New York Life in Chicago, 
bives her reminiscences and recalls vicis- 
situdes of the business woman at the 
urn of the century in the July issue of 
he “Nylic Review,” house organ of that 
ompany. She is the first woman agent 
bf the company to win distinction and 
s now in her 80th year. Recently 
HE NATIONAL UNDERWRITER carried a 
eature about her pioneering days. 


Harold J. Plack, general agent Mid- 

and Mutual Life at Peoria, IIll., has 
von the presidency of the Midland Mu- 
ual Leaders Club. He started with the 
ompany on Sept. 1, 1936, spent Febru- 
ary in Florida with his family and yet 
von the honor of leading the entire 
agency force in personal production and 
Mnew paid premiums. His paid-for busi- 
mess on the annual basis exceeded 
$350,000 for the nine months. In addi- 
tion to this personal production record 
he has put on three full time and three 
part time rural agents. He is 40 years 
of age. He was formerly general agent 
of the Indianapolis Life at Davenport 
for 10 years prior to joining the Mid- 
land Mutual. 


W. P. Stalnaker, vice-president and 
treasurer Oregon Mutual Life, has com- 
pleted 20 years of service with that com- 
pany. Before entering the business he 
was with the Southern Pacific railroad 
and has been cashier, office manager, 
assistant secretary and secretary of the 
Oregon Mutual. ’ 


C. B. Lundgren, for many years dis- 
trict agent of the Northwestern Mutual 
Life at Burlington, Ia., died there last 
week. He leaves two sons, Warren, 
assistant director of agencies of the com- 
pany, and J. L., who has been with his 
lather in the Burlington office. 


Pennsylvania Insurance Acts 


., 4 total of 312 insurance bills, or 
bills containing insurance features, were 
introduced in the Pennsylvania legisla- 
ture. This is about 10 percent of all 
bills or 10 of the insurance bills, 107 or 
34 percent were passed finally. These 
averages were much higher this session 
than usual. Normally the insurance bills 
comprise about 5 percent of all meas- 
ures. Many of the bills classed as in- 
surance measures related primarily to 
other subjects but if they contained 
bonding provisions or legal requirements 
affecting insurance they were carried on 
the insurance list and their progress 
through the legislature was watched. 





WANTED 


Supervisor, having agent 
following and capable of 
increasing production in 
Life Department of mul- 
tiple line agency. Salary 
and Bonus. See Val H. 


Schmidt, Robert H. Beard 
& Co., A-920, Insurance 
en Bldg., Chicago, 











NEWS OF THE COMPANIES 





Union Companies Organized 





Labor Groups in State of Washington 
Reported Behind Life and Cas- 
ualty Companies 





Labor unions in Seattle and Tacoma, 
Wash., are reported to be actively be- 
hind the Mutual Union Casualty of Seat- 
tle and Mutual Union Life of Tacoma, 
just recently formed. The casualty 
company filed articles of incorporation 
with the secretary of state April 13 to 
do a health and accident business and 
the life company was licensed June 10 
by the Washington department, filing a 
$25,000 bond with the commissioner. 

Before it begins operations it will be 
necessary for the casualty company to 
secure at least 500 written applications 
with $8,000 premiums paid in advance, 
as it is organizing under sub-section 7 
of section 86 of the insurance code. 


Inecorporators Are Listed 


Incorporators of the Mutual Union 
Casualty are L. J. Millikin, R. S. Case, 
A. F. Case, E. E. Westman, C. A. An- 
drus, R. Mines, Tom Cole, E. P. Carney, 
W. C. Taylor and G. P. James. 

Advices are lacking, but it is assumed 
the purpose of organizing the two com- 
panies is to write life and accident and 
health insurance more or less exclusively 
on the lives of union workers. 

Commissioner Sullivan in response to 
an inquiry stated the purposes of the life 
company are to write life insurance, in- 
cluding endowment and annuities, and 
also coverage against injury, disable- 
ment or death resulting from traveling 
or general accident, or against disable- 
ment and death resulting from sickness, 
as a mutual life insurance company. 

The incorporators of the life company 
are: H. L. Haney, Kenneth Tibbey, J. R. 
Pace, Earl Hartley, Ralph Eddings, J. 
P. Flannigan, M. T. Pavolka, A. J. Rol- 
land, P. S. Jones, C. E.. Perry, J. C. 
Viancour, Neil Beekman and Harry 
Sumblin, all of Tacoma, and Kenneth 
Davis, Seattle. H. L. Haney was elected 
president. 


F. F. Robinson Resigns 
F. F. Robinson, treasurer Continental 
Casualty and Continental Assurance, 
Chicago, has resigned to become finance 


secretary of the Libby-Owens-Ford 
Glass Company. No successor has been 
appointed. 


Mr. Robinson joined the Continental 
companies in March, 1934, and became 
treasurer in January, 1937. Much of his 
work with the glass corporation will be 
of a coordinating nature. 

Mr. Robinson entered business in 1937 
in the National City bank. He was later 
with the Tri-Continental Corporation in 
investment research and was with the 
National Recovery Administration for 
eight months. He left the NRA to go 
with the Continental companies. 





Batchler Now Controller 


KANSAS CITY, July 8—The Kan- 
sas City Life has named J. L. Batchler, 
auditor the past nine years, and with 
the company almost 20 years, to the 
newly created post of controller. L. J. 
Hale, traveling auditor, succeeds Mr. 
Batchler as auditor. W. S. McLucas, 
Detroit, resigned as director and J. N. 
McLucas, his son, was elected. The 
regular semi-annual dividend of $8 was 
declared. 


Ferguson Heads Crown Life 


G. Howard Ferguson has been elected 
president of the Crown Life of Toronto, 
succeeding the late Sir Robert Borden. 
Mr. Ferguson was formerly prime min- 
ister of Ontario, heading the Conserva- 
tive party in several elections. He re- 
signed about six years ago to become 
Canadian trade commissioner in Eng- 














land, but resigned that position follow- 


ing the defeat of the Conservative party 
in the federal elections. Since the latter 
resignation he has been actively con- 
nected with insurance. 


Waesnern .Uliies do Oe Ditiine 


The Western Union Life of Nebraska 
is now quartered in its own building at 
1229 N Street, Lincoln. Under new 
management during the last three years 
it has grown rapidly. It had an 86 
percent increase in writings last year, 
and each month this year has shown 
an increase over 1936, with June a 
record month. 








Great Republic Hearing Set 


The Los Angeles superior court has 
set July 19 for hearing on an order to 
show cause why the plan of Commis- 
sioner Carpenter for rehabilitation of the 
Great Republic Life should not be per- 
mitted to be carried out. 


Old Republic Doubles Business 


Old Republic Credit Life of Chicago 
which writes exclusively insurance on 
the lives of borrowers from personal 








loan companies, covering the unpaid bal- 
ance, during the first six months of 1937 
wrote $11,002,699 as compared with $5,- 
900,000 in the same period of 1936, and 
$4,200,000 in 1935. 





Benefit Outfit in Receivership 


The Assured Mutual Benefit of Chi- 
cago has been placed in the hands of 
H. B. Hershey, Illinois department 
liquidator, as receiver. The attorney- 
general’s petition charged the concern 
was not paying claims and had not met 
requirements. 


Actuaries in London, Ont. 

About 80 members of the Toronto 
Actuaries Club held a two-day meeting 
as guests of the London Life in London, 
Ont. London Life officials who acted as 
hosts were: E. E. Reid, managing direc- 
tor; J. D. Buchanan, assistant general 
manager and actuary; J. A. Campbell, 
associate actuary; D. P. Morris, G. S. 
Bere and W. M. Bell, assistant actuaries. 


Oklahoma Examination Ruling 


OKLAHOMA CITY, July 7.—The 
Oklahoma insurance board has voted 
unanimously that examinations of com- 
panies shall be hereafter conducted only 
by order of the majority of the board. 








policies. 





THE BEST LIFE 
COMPANY 


The best life insurance company is 
the one which issues you a policy 
that fits your needs and induces you 
to pay the premiums. 


Thousands of our policyowners think 
The Midland Mutual Life is the “best 
company” because its loyal field 
men have sold and then serviced 


Fulfilling the dreams, hopes and 
aspirations of those who place this 
sacred trust in our hands by stricter 
trusteeship than is required by any 
state law, has cauised The Midland 
Mutual Life to be highly regarded by 
the well-informed everywhere. 


Write for our attractive booklet, “A 
Story of Progress.’ 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


Columbus, Ohio 
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LIFE AGENCY CHANGES 





Louis Baxter Now Chicago 


General Agent of Girard 


Louis D. Baxter, formerly of Cleve- 
land, has been appointed general agent 
in Chicago for Girard Life. He succeeds 
R. J. Hartigan, who will remain with 
the agency in a personal capacity. G. A. 
Adsit, manager of agencies, and H. M. 
Horne, assistant actuary, were in Chi- 
cago helping Mr. Baxter get established. 
They gave a reception for him one after- 
noon. The offices remain at 208 South 
Ea Salle street. 


Prominent in Cleveland 


Until recently Mr. Baxter was gen- 
eral agent for Girard Life in Cleveland. 
A change was made in that city where- 
under the Watt Insurance Agency, ac- 
cident and health specialists, become 
general agents for Girard there. 

Mr. Baxter started with Girard Life 
as general agent in Columbus where he 
remained about 2% years. He served for 
two years in Cleveland. His previous 
connection was with Phoenix Mutual 
and then New England Mutual as su- 





pervisor in Cleveland. He has been a 
successful agency organizer. 


Takes Over Mattoon Post 


The Massachusetts Mutual Life has 
appointed C. C. Covalt general agent at 
Mattoon, Ill, succeeding E. L. Smith, 
who has been named Indianapoiis gen- 
eral agent. He has been in the life busi- 
ness for seven years. 

He joined the Mattoon agency in 1932 
and became a supervisor in March, 1933. 
He has held that position since then. 


Windsor Assistant Manager 


Jack Windsor, well known unit man- 
ager of the Equitable of New York in 
Chicago for a number of years, has 
been appointed assistant manager by the 
Connecticut General in the Chicago 
branch office. 


Goes with Prudential 


T. W. Melham, widely known Milwau- 
kee life man, has joined the Milwaukee 
ordinary agency of the Prudential, Sid- 
ney Herzberg, manager. Mr. Melham 
has spent more than-11 years in the life 











Social Security 


Through 


Life Insurance 








“Social Security” . . 


er ap presi eas in providing “Old Age Bene- 

fits” and protection in various forms to pol- 
icyholders and beneficiaries, State Life Agents are 
helping many individuals to provide adequate 


policies the Insured may provide adequate Retire- 
ment Income in proportion to the needs of his 
family and himself .. . Substantial life insurance 
protection may also be provided. A Double In- 
demnity accidental death provision may be in- 
cluded . .. The Total and Permanent Disability 
provision assures completion of the plan by the 
Company under such disability. Premiums cease, 
death protection continues, and the policy matures 
as usual to provide an income . 
Agents offer their clients Social Security under 
policies arranged to suit individual needs. 


By means of State Life 


. . State Life 
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business, has been active in the Milwau- 
kee Association of Life Underwriters 
and the Milwaukee Life Managers & 


General Agents Association, having for-. 


merly been general agent in Milwaukee 
for the Central Life of Iowa until he 
resigned several months ago. 


Canada Life’s New Branch 


C. J. Brackley has been appointed 
manager of the newest branch of the 
Canada Life in its home office building 
in Toronto. It will be known as the 
Toronto Osgoode branch. Mr. Brackley 
has been associated with the Canada 
Life since 1919 and has been a very suc- 
cessful agent. He has placed about 
$3,000,000 of business in the company. 
He was appointed assistant to the man- 
ager of the Toronto city branch in 1935. 


Guarantee Mutual Appointments 


The Guarantee Mutual Life has ap- 
pointed J. D. Bowers as general agent 
for the Cedar Rapids district, consisting 
of six east central Iowa counties, with 
headquarters at Lisbon. He is a former 
manager of the Sun Life of Canada, 
and for the past three years has repre- 
sented that company as an agent in Des 
Moines. 

L. F. Ryan of Los Angeles, for the 
past seven years an agent for the New 
York Life, has been appointed general 
agent by the Guarantee Mutual for a 
portion of the Los Angeles district. 


Shepherd Unit Manager 


J. K. Shepherd, formerly an agent 
of the Equitable of New York in Chi- 
cago, has been appointed unit manager 
by W. V. Woody, agency manager of 
that company in Chicago. 


Takes Rochester Office 


The Equitable Life of Iowa has ap- 
pointed P. E. Needham general agent 
at Rochester, N. Y. He has been with 
the company 13 years, starting in the 








New Agency Heads 











A. E. VEITH, R. D. LOWENSTEIN 


A. E. Veith and R. D. Lowenstein 
have succeeded E. W. Hughes as heads 
of the Massachusetts Mutual Life’s St. 
Louis general agency. Mr. Hughes has 
become Chicago general agent upon re- 
organization of the Bokum & Dingle 
agency following the death of N. H. 
Bokum. J. H. Dingle has opened his 
own general agency in Chicago for the 
Massachusetts Mutual Life. 








home office actuarial division and serving 
later in the agency department. He has 
been traveling since then as auditor and 
was an agent in the Cleveland office. 
The past four years he has_ been 
cashier in the Rochester office and has 
been a solicitor as well. Offices are in 
the Reynolds Arcade. No general agent 
has been appointed for Buffalo yet. 


The Equitable Life of New York has 
appointed J. A. Engels district manager 
at Rochester, Minn. He formerly repre- 
sented the company at Marshall, Minn. 








LIFE SALES MEETINGS 





General American Meeting 


Company’s Leaders Gather in Mexico 
City; Ambassador Daniels, W. W. 
Head Are Chief Speakers 


MEXICO CITY, July 8—Agents 
who qualified for the production clubs 
of the General American Life met here 
today for their annual convention, with 
President W. W. Head presiding. The 
annual banquet will be held Friday with 
Josephus Daniels, United States am- 
bassador to Mexico, speaking, and Mr. 
Head as toastmaster. 

Honorary chairmen of the convention 
are Edmund Burke, president 1935 
President’s Club, and A. N. Rickert, 
president 1935 Leadership Club. New 
officers of these clubs will be introduced 
at the banquet and awards made to 
members of the President’s Club. En- 
tertainment will be given by Gordon 
Tyler, Tulsa, Okla. 

The delegates traveled by _ special 
train, stopping at San Antonio, Tex., 
for a tour of that city, while many points 
of interest around the Mexican capital 
were also visited. Saturday will be 
spent on a trip to Cuernavaca and Sun- 
day on tours of Chapultepec and Xochi- 
milco. The return trip to the United 
States will begin Sunday night. 

The speaking program includes: 


Many Speakers on Program 


Address on “Achievements,” Presi- 
dent Head; “Group Departinent Accom- 
plishments,” E. E. Brill, vice-president; 
“A General Agent’s Observations,” W. 
D. Erwin, general agent, Los Angeles; 
“A Field Man’s Observations,” C. H. 
Gegg, St. Louis; “Physical History of 
Underwriting,” Dr. J. R. Ready, medical 
director; “Underwriting Developments,” 





O. J. Burian, actuary, and general dis- 
cussion of new rate book. 

“Field Results—Ordinary and Acci- 
dent and Health,” J. T. Lynn, superin- 
tendent of agents; “Occupational Pros- 
pecting,” J. O. Wilson, manager Okla- 
homa City branch; “Diagnosing Before 
Prescribing,” L. E. Reisor, Dallas; 
“Cash With App,” W. W. Inkman, Big 
Spring, Tex.; “App-a-Week,” O. E. 
Ross, general agent, Winchester, Ind.; 7 
“Accident and Health—a Door Opener,” | 
L. C. Callow, general agent, Memphis, 
Tenn.; “Programming Social Security,” 
C. V. Cochran, manager Kansas City, 
Mo., branch, and “Summation,” Presi § 
dent Head. 


Lincoln National Meeting | 


Salary Continuance Plan Stressed at | 
Atlantic City Gathering; Report on 
Gain in Business 


Gain of insurance in force of $12, 
581,000 for the first five months was re- 
ported by A. L. Dern, vice-president and 
director of agencies, at the eastern re 
gional convention of the Lincoln Na 
tional Life at Atlantic City. New paid 
for business gained 14.3 percent during 
the same period and total in force ' 
$913,594,000. 

Representatives from offices east of 
the Mississippi river attended as well 4 
a large number of home office met. 
“Clinics” and addresses stressed the 
salary continuance plan. Mr. Dern re 
ported five times as many applications 
for this contract written in May as i 
January as a result of a recent cam | 
paign. 

Other speakers included J. L. Mueller, 
Fort Wayne, Ind.; O. F. Helvie, South 
Bend, Ind., district agent; R. R. Rot 
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Fort Wayne, Ind.; H. C. Lawrence, 
Newark, N. J., general agent; O. F. 
Gilliom, Berne, Ind., general agent; G. 
E. Bennett, Cleveland; G. F. Lofthouse, 
Detroit general agent; C. F. Cross, sec- 
ond vice-president and manager of 
agencies; C. B. Metheney, Pittsburgh 
general agent Fidelity Mutual Life; 
Ben Simon, Norfolk, Va, general agent; 

_H. Geer, Akron, O., general agent; 
L. E. McLaughlin, Flint, Mich.; W. W. 
Bogart, Fort Wayne, Ind.; R. I. Schu- 
mann, Charleston, W. Va.; R. L. Hesse, 
Madison, Wis., general agent; C. B. 
Jordan, Fort Wayne, Ind., and J. B. 
Davis, Appleton, Wis. 

H. B. Wells, judge of the court of 
errors and appeals of New Jersey, and 
Commissioner Newbauer of Indiana 
were guest speakers. Vice-President 


Dern presented club awards and sales 
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eral dis- 


contest trophies to the men attending. 
President Hall personally presented the 
Hall Month trophy to the 1937 winner, 
L. C. Mascotte, manager life department 
of O’Rourke & Co., Fort Wayne, Ind. 


ontana Life Has Annual 
Conclave at Oregon Resort 


A fourth of all men under contract 
qualified for the annual Montana Life 
onvention at Gearhart-by-the-Sea, Ore., 
his week by producing net paid volume 
of $100,000 or more in the year ending 
une 30. A number qualified their wives 

ith net paid volume in excess of $200,- 
000, while many qualified for a portion 
of expenses of a guest. 

The first morning there was a busi- 
mess meeting for general agents, fol- 
lowed that evening by a banquet. R. B. 
Richardson, executive vice-president, 
presided. The Sam H. Cox agency of 
Portland was presented a plaque as the 
leading agency for May home office 
month, A. R. Wager was introduced 
as the president of the Gearhart 1937 
Club for the largest net paid production 
in the club year, as well as the leading 
producer of home office month. 

_ Golf, horseback riding, deep sea fish- 
ing and bridge formed the entertain- 
ment. The convention closed with a 
showing of the Borden & Busse film and 
movies of conventions in previous years. 

Besides Vice-President Richardson 
the home office was represented by A. 

Cunningham, vice-president and 
treasurer; Lee Cannon, agency vice- 


2 president; C. D. Greenfield and W. S. 


Stamy, Assistant Superintendents of 
Agencies F. R. Daniels, Seattle, and M. 
H. Fuller, Boise, also attended. 


Columbus Mutual Convention 

The annual agency convention of the 
Columbus Mutual Life will meet at 
Cedar Point, Aug. 19-21. There will be 
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session the second day with recreation 
in the afternoon with possibly a boat 
tide to Put-in-Bay. The banquet will 


mbe held Friday evening. T. H. Tange- 


man, vice-president and counsel, will be 
the main speaker at the banquet. 


Plan John Hancock Meeting 


W. B. Ackerman, Cincinnati general 
agent of the John Hancock Mutual, is 
chairman of the program committee for 
the convention of its General Agents 
Association, to be held at White Sulphur 
Springs, W. Va. Aug. 18-20. H. H. 
Cammack, St. Lauis general agent, is in 
charge of entertainment. 


Philadelphia Life Trip 

The Philadelphia Life will hold a six 
ay agency cruise-convention, starting 
ug. 28. Four days will be spent on a 
‘tuise to Canada on board the S.S. La 
wea! of the French line. The last two 
ays will be spent at the Chateau Fron- 
tenac in Quebec. 


Lamar Life Convention 


At the agency convention of the 
neyo Life of Jackson, Miss., one of 
: € teatured speakers will be C. C. Rob- 
son of Indianapolis, editor of “Insur- 





ance Salesman,” who will speak July 29. 
He will devote most of the morning to 
talking on “Prospecting.” 

Another speaker will be W. B. Mon- 
roe, million dollar producer of New Or- 
leans. He will talk on “Life Insurance 
and the Monroe Doctrine,” July 30. A 
number of Lamar Life agents will 
speak. 


Cruise for Protective Life 


The annual convention party of the 
Protective Life of Birmingham will 
leave Jacksonville, Fla., Aug. 18 by boat 
for New York and thence by boat 
around the coasts of Novia Scotia and 
Newfoundland and up the St. Law- 
rence river to Quebec and Montreal. 
More than a score of agents have al- 
ready qualified for the two week tour. 


CHICAGO 


ZIMMERMAN TAKES UP DUTIES 


C. J. Zimmerman this week took over 
his new duties as Connecticut Mutual 
general agent in Chicago, succeeding S. 
T. Chase, retired. Mr. Zimmerman has 
been general agent in Newark. 


* * * 
STRAUB IN NEW FIRM 


R. C. Straub, formerly advertising 
service manager of THE NATIONAL UN- 
DERWRITER and business manager of The 
Accident & Health Review, has joined 
El Pihl in forming Pihl & Straub, 29 
East Madison street, Chicago. The new 
organization will specialize in sales-pro- 
motion, handling contests, sales bul- 
letins, prizes and general sales develop- 
ment plans from the standpoint of 
effective stimulation of agents. They are 
the originators of sales contests in Nu- 
Color. Recently Mr. Straub was asso- 
ciated with Belnap & Thompson, Chi- 
cago sales promotion agency. 

* * * 
CELEBRATE BRANCH’S 13TH YEAR 


The clearing house branch af the New 
York Life in Chicago celebrated its 13th 
anniversary at a luncheon this week, 
Frederick Bruchholz, agency director, 
being host. The office is ahead of quota. 
The branch for several years before Mr. 
Bruchholz took charge in 1928 was di- 
rected by R. E. Whitney, who is now 
retiring as inspector of agencies, hav- 
ing been in charge of the central de- 
partment for many years. 

xk ok x 

FACILITIES AT THE BISMARCK 


Insurance men who enjoy the sum- 
mer comforts of Chicago’s Bismarck 
Hotel will find interest in the recent 
opening of a new private banquet and 
meeting room, “The Vineyard Room.” 

This graphic name was given to the 
room, according to Managing Director 
Roy Steffen, because of the refreshing 
wine associations in the colorful murals 
that lend contrast to the coral walls. 
The murals are of native scenes in wine- 
growing countries, showing the gather- 
ing of grapes and the manufacture of 
wine. 

“Insurance companies,” said Mr. Stef- 
fen, “contributed in a large measure to 
the private events which made it neces- 
sary to open the Vineyard Room on the 
fourth floor. We value the patronage 
of such firms as Aetna Life, Metropoli- 
tan Life, Prudential, Home Life, North- 
western National Life, Penn Mutual, 
Engelhard & Krogman, O’Malley & 
McKay, Mutual Life of New York and 
others.” 

Like all Bismarck Hotel private 
parlors, the Vineyard Room is air-con- 
ditioned the year ’round and air-cooled 
in the summer. Connected to the Vine- 
yard is a smaller reception room, ideal 
for cocktail parties or business matters 
to be discussed before banquets. 


South Dakota Deputy Named 

P. J. Dunn, who took up his duties 
as insurance commissioner of South Da- 
kota, July 1, has selected Donald 
Mitchel of Brookings as his deputy. 




















ILLINOIS INSURANCE CODE 





The insurance laws of the State of Illinois are 
today recognized as being on all points equal 
to any in the United States; and its provisions 
relating to the investment of life insurance funds 
for the protection of policyholders are excep- 
tionally strict and sound in their requirements. 


A life company must diversify its investments, 
and for the first time in this country, Illinois 
enacted into law specific and mandatory pro- 
visions limiting the amount which may be invested 
in the different designated classes of securities 
eligible for life insurance investments. 





MUTUAL TRUST LIFE 
INSURANCE COMPANY 


Home Office 
135 South LaSalle Street 
Chicago, Illinois 


NOTHING BETTER IN LIFE INSURANCE 























COGWHEELS 


— a word to 
Employers 


Employer and Em- 
ployee ... the real driv- 
ing power behind 
industry... each 
essential to the other. 

Without this basic 
combination of human 
energy and skill, the 
finest machinery is no 
better than scrap-iron 
. .. And such co-opera- 
tion is created and 
maintained by mutual 
regard and goodwill be- 
tween Employer and 
Employee. 


Consult our experts 
without obligation 


Every Employer should give 
thought to the Sun Life Group 
Insurance protection plan, 
whereby Employer and Em- 
ployee join resources to over- 
come in an economical way the 
exigencies of Death, Disease and 
Old Age. 





An example of press advertising recently released by the 
SUN LIFE OF CANADA 
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Tie Price TaG OF Success 


The price tag of success is high. It calls for work, 
vision, initiative and perseverance. To men with 
these qualities and a record of $100,000 of paid-for 
personal production last year, a residence in either 
Pennsylvania, Delaware, New Jersey, Rhode Island 
or Maryland and the feeling that there is no further 
opportunity for growth in their present connection— 
we have an offer and the chance of a lifetime. 


The Bankers National Life Insurance Company is 
giving men of this caliber opportunity to build suc- 
cessful general agencies and assures them that they 
will have every help and promotion to make that 
success a reality. 


If you are interested and feel that you can meet our 
qualifications, then write to William J. Sieger, Vice 
President and Superintendent of Agencies—today. 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


MONTCLAIR, NEW JERSEY 
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NEW YORK CITY 






A MUTUAL COMPANY 
ESTABLISHED {860 
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GUARDIAN OF AMERICAN 
FAMILIES FOR 77 YEARS 




















NEws OF LIFE 


ASSOCIATIONS 








Ryan New Detroit President 


Penn Mutual Man Named to Head 
Association—Has Long Experience 
in Organization Work 








Seth W. Ryan, general agent Penn 
Mutual Life, has been elected president 
of the Qualified Life Underwriters of 
Detroit. He succeeds H. B. Knaggs, 
New England Mutual, under whom he 
served as first vice-president. 

Mr. Ryan has had much experience 
in association work. For two years he 
was secretary of the Memphis associa- 








SETH W. RYAN 


tion and one year its president. He also 
served as president of the Tennessee 
State association. He was _ assistant 
chairman for the convention of the Na- 
tional Association of Life Underwriters 
in Memphis in 1927. 

Other officers elected are: J. H. Ken- 
nedy, Equitable of New York, first vice- 
president; Donald Machum, Manufac- 
turers Life, and R. W. Turner, Connec- 
tict Mutual, vice-presidents; J. L. Hende- 
lang, George H. Beach Co., reelected 
secretary, and A. D. Sutherland, Home 
Life, treasurer. New directors are A. A. 
Heald, Charles Macauley, Mr. Machum, 
Mr. Ryan, Mr. Sutherland, Mr. Turner 
and M. L. Woodward. 

The association voted to make up the 
deficiency in the budget for the Sophie 
Wright Settlement Summer Camps this 
season. H. B. Knaggs, immediate past 
president, is chairman of the committee 
and his assistants are H. K. Schoch, 
Aetna Life, and Donald Machum. 


* *K OK 


South Carolina Meeting 


John A. Witherspoon, Nashville, gen- 
eral agent John Hancock Mutual and 
trustee National Association of Life 
Underwriters, was one of the principal 
speakers at the annual sales congress of 
the South Carolina State Association of 
Life Underwriters. He discussed visual 
selling, 

Special guests at the luncheon were 
Commissioner King of South Carolina, 
Governor Johnston of South Carolina, 
A. M. Lumpkin, counsel Life Presidents 
Association, and Dr. H. N. Snyder, 
president Wofford College. He spoke 
on the need of thrift practices. J. L. 
Perkins, Columbian Mutual Life, is the 
new president. The eight vice-presidents 
and areas they represent are: Perrin 
Dargan, Spartanburg; Calhoun Harris, 
Anderson; J. B. Hartley, Greenwood; 
J. A. Tuten, Charleston; C. T. Bush, 
Rock Hill; P. C. Manning, Florence; 
Joseph Sparks, Greenville, and E. H. 
Davis, Columbia. 

*x* *k X* 

Youngstown, O.—The following have 

been elected: Clarence Amatutz, Equi- 










table Life of Iowa, president; A. Co 
Mutual Life of New York, vice-presidenf 
and Thomas Cullen, Metropolitan Lif 
secretary-treasurer. Directors: Ll oy 
Webber, Equitable Life of New York; } 
H. Brakebill, National Life of Vermon 
Cornelius Ryan, Continental Assurang 
E. M. Barr, Acacia; Lloyd Stillson, Misi 
land Mutual, and Myron Eckert, Tray. 
elers. 














* * x* 

Utiea, N. Y.—H. L. Wiley is president: 

H. T. Clark. vice-president and F. J. M. 
Namara, secretary. 

cS 

San Franciseco—A preview of the filn 
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“Make Way for Tomorrow” will be heli ( 
July 16. Members plan to circularix) 

their policyholders and prospects urgini@ The 
them to attend the picture which wij ppened 















open in San Francisco July 22. 
* * 

Wilkes-Barre, Pa.—G. A. Smith, Met. 

ropolitan Life, was reelected president 

Carlton Chapin, Aetna Life, is vice. 

president; Hannah Condon, Metropolitan, 
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secretary. Membership increased 3j 

percent during the year. : 
* * x _ 

Greensboro, N. C.—New officers are 
President, W. J. Bernstein, Prudential; old 







vice-president, A. P. Mulligan, Metro. 
politan Life; secretary-treasurer, Georg 
Elliott, Jefferson Standard Life; Nae 
tional committeemen, W. H. Andrews 
Jr., Jefferson Standard Life; directors, 
E. J. Stoker, Pilot Life; H. P. Foust, 
State Mutual Life; R. T. Bridges, Mas. 
sachusetts Mutual Life; J. M. Hunt, Na. 
tional Life of Vermont, and E. F. Ane 
drews, Jefferson Standard Life, : 
ok oe 

Eastern Maine—The following, all of 
Bangor, have been elected: U. W. Davis, 
president; R. E. Dyer, vice-president; agers 
Harriette H. Sampson, secretary-treas: life in 
urer, and F. J. McManus, J. E. Fitz §@prope 
patrick, A. T. Mudgett, and Max Rapa-)@lating 
port, directors. value 
tance 
ness | 
able < 
from 
meeti 


Ott 


Li 


The 
ciatior 
meetir 
grove 

Angel 
trends 
vice-p 
cussed 























* *K Ok : 

San Diego, Cal.—Buryl Blevins, mana-) 
ger Occidental Life of California, is® 
elected president. @ 












* Ox ia 
Columbia, 8. C.—E. H. Davis has been 
elected president. He suaqceeds Jeff 





Bates. J. L. Perkins was elected vice.) Preset 
president and Benjamin Davenport, sec) dent 
retary-treasurer. Members of the board) eral : 
are J. R. Roseberry, W. C. Hendley, C.H.1% Nortl 
Jones, J. H. Miller, Herbert Coleman ani] geles 
Mr. Bates. © gener 


* K * 


. ‘i route 
Colorado—The association will issue a) % tendi 
new directory of its 511 members. Off- 7% Mont 


cers for both 1936-37 and 1937-38 will bey 
included as the new administration doe |” 
not take office until Sept. 1. Be 
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Sun Life Appointments shot 


tol s 


The Sun Life of Baltimore has trans shot 


ferred Assistant Manager Alfred La] 
Forest from Washington No. 1 to Phila 7 
























delphia No. 4 as manager. He started — ps 
in Washington in March, 1933. In 1935) tenn 
he was the leading agent in ordinary |¥ field 


placing and industrial increase. 

Manager Rudolph Body, whom he > 
succeeds at Philadelphia No. 4, has been | 
transferred to Chicago to establish its 7 
new third district in that city. Mr 
Body started in Washington in Decem- e gen 
ber, 1928, and has given a good account | 
of himself. 











a Empire L. & A. Records | 
Addressing representatives of the | 
Fort Wayne, Sauth Bend, Gary and 
East Chicago districts of the Empire 
Life & Accident, on the occasion of 4 
visit to the home office at Indianapolis, F 
Vice-president H. L. Drake praised very | 
highly the record they had made. They 
won the home office trip by producing 
$212.80 industrial increase and $193,204 © 


ordinary in 13 weeks, an average of $6.65 F Mu 
industrial increase and $6,040 ordinary F 

for each agent. They have increased 7 I 
new business approximately 40 percett | La 


and placed $400,000 more business on 4 
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olume that approximated that of the 
brevious year. Revivals were increased 
> the $230,000 mark. 

Mr. Drake also reviewed the com- 
bany’s results as a whole in 1936. Pre- 














precialll ium income increased 14 ‘percent, as- 
itan Litmmpets 20 percent and surplus more than 

L1 oy@moo percent. Interest return of 4.2 per- 
’ York; Bent on invested assets was a marked 
Vermon; 
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mprovement over the previous year. 
fortality was only 49.7 percent of the 
expected. 








Metropolitan Life Meeting 
The Metropolitan Life is having more 
han 1,000 of its New England sales 
eaders at Poland Springs, Me., for a 
sales congress Sept. 30-Oct. 2. 












Opens Newark, O., Agency 


The American Citizens Life has 
ppened an industrial agency in Newark, 
"0. J. H. Bamberry is manager. 
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The Life Insurance Managers Asso- 
ciation of Los Angeles held a luncheon- 
meeting, W. W. Keith, president Cos- 
grove & Co., insurance brokers of Los 
Angeles, talking on employer-employe 
trends and problems. H. M. Holderness, 


"vice-president Connecticut Mutual, dis- 







cussed the great responsibility of man- 
agers and general agents as trustees of 
life insurance. He said this is the best 


property on earth, and the job of stimu- 









fe 
. 


Ley sts 










lating agents, impressing them with the 
value of life insurance and the impor- 
tance of quality and persistency of busi- 
ness produced is a great one. Unprofit- 
able and unfit men should be eliminated 
from the business. ‘This was the last 
meeting before summer adjournment. 
Other Connecticut Mutual executives 
present included H. I. B. Rice, vice-presi- 
dent and actuary; R. H. Houchin, gen- 
eral agent, Huntington, W. Va.; S. S 
Northington, general agent, Los An- 


*)geles, and R. L. Ingraham, associate 


general agent. Mr. Houchin was en 
route home on his return trip after at- 
tending the agents’ convention at Del 
Monte, Cal. 


Birmingham Outing 
Managers and general agents of the 
Birmingham Association of Life Under- 
writers matched their skill in athletic 
contests at the annual outing. Prizes 
were awarded as follows: Long range 
rile shot, H. J. Baum; 50-yard pistol 
shot, Major Lucien Brown; 25-yard pis- 
tol shot, D. L. Wilder; short range rifle 
shot, Coke S. Wright; horeshoe pitch- 
ing, Frank Chisholm and W. I. Pittman; 
ridge tournament, J. W. Holmes with 
consolation going to O. L. Mims; ring 


field; diving, Larry Craig, and 100-yard 
swim, H. J. Baum. 


Murrells in New Quarters 

The Murrell Brothers, Mutual Benefit 
general agents for southern California 
at Los Angeles and Pacific Coast super- 
Visors, celebrated moving the agency 
into new quarters in the Associated 
Realty building, Los Angeles, by holding 
open house. The new arrangement of 
offices, featuring efficiency and attrac- 
tiveness, was designed by P. D. Miller 
of New York, a specialist in this work. 
All private offices are assigned on basis 
of production each six months. In a 
three weeks campaign 69 applications 
aggregating $437,400 new insurance 
Were written. The new quarters were 


opened on the 38th birthday of T. G. 
Murrell, 





enrend The Heart Decides—a sales book 
ne will show you how to improve your 
Siness, $1.50. National Underwriter. 

















NEW YORK 


RULING AS TO FIRE AGENTS 

Life insurance people will be inter- 
ested in knowing that the treasury de- 
partment has ruled that agents of one 
of the largest fire and casualty organ- 
izations are not employes within the 
meaning of the social security act. The 
companies in question are those belong- 
ing to the so-called America Fore group. 
That ruling will undoubtedly set a prece- 
dent for all fire and casualty agents that 
operate in the conventional way under 
contracts with their companies substan- 
tially the same as those that the Ameri- 
can Fore people employ. This is the 
first ruling of the treasury department in 
respect of fire and casualty agents. 

In the life insurance field, the treas- 
ury department ruled in January that 
agents of Massachusetts Mutual, Lin- 
coln National and two or three other 
companies were to be considered as em- 
ployes. Then a few weeks ago, a rul- 
ing was given that Northwestern Mutual 
agents are not employes. 

ee 





COVERAGE EXAGGERATED 


The amount of insurance on the life 
of Frank A. Vanderlip, noted financier, 
who died recently, appears to have been 
considerably exaggerated. Newspaper 
reports were that he had about $8,150,- 
000. While Mr. Vanderlip’s office de- 
clined to give out the exact amount, the 
intimation was that it was less than 
$2,000,000. 

a oe. 


R. & S. CORPORATION OUTING 

The Recording & Statistical Corpora- 
tion of New York City celebrated its 
first annual outing last week with a 
steamer trip up the Hudson river, land- 
ing at Indian Point. After luncheon, 
there was:a baseball game between the 
executive office men and the production 
department men, with the former win- 
ning out in‘a game marked by heavy 
slugging. After the game everybody 
took part in races and other contests. 
The pop-drinking contest for men got 
the most laughs. Contest winners re- 
ceived valuable awards. Dinner was 
served on the steamer on the return trip. 

oy 


JUNE PAID-FOR FIGURES 

The J. S. Myrick office of the Mutual 
Life of New York City paid for $2,257,- 
841 in June as against $2,713,510 for 
June, 1936. For the first half year total 
paid business was $14,350,507 as against 
$12,229,713. 

The H. L. Wofford agency of the 
Prudential in New York City paid for 
$641,464 in June as against $432,414 for 
last June. For the first half year busi- 
ness was $3,235,581, an increase of 26 
percent over the same period last year. 

The Charles B. Knight Agency of the 
Union Central Life in New York City 
paid for $1,346,473 in June, making a to- 
tal for the first six months of $9,202,476. 

- a 


COCHRANE ON EASTERN TRIP 


Commissioner Cochrane of Colorado 
has been in New York and other eastern 
points consulting with insurance depart- 
ments and company officials as to the 
action he started to compel life compa- 
nies to include annuity premiums as reg- 
ular premiums for tax purposes. The 
companies claim that these are not in- 
surance premiums in the sense used in 
the law and are not subject to tax. New 
Hampshire and Iowa have gotten favor- 
able decisions in their effort to include 
these figures. California has the matter 
up. Commissioner Cochrane brought a 
test case against the Connecticut Gen- 
eral for back taxes dating from the time 
that he took office. 

* * 


NEW ENCYCLOPEDIA OUT 


The Index Publishing Company, 123 
William street, New York, has issued 
the 1937 edition of the “Encyclopedia 
of Insurance in the United States,” this 
being the 47th annual edition. It is 
one of the most valuable works issued 
and is particularly useful as a reference 
book. It sells for $3. 
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Agents Overlook 
Old Policyholders 


(CONTINUED FROM PAGE 1) 


and $3,395; banking, brokerage and in- 
surance 324, $3,650 and $6,680; domestic 
and personal services, 578, $1,666 and 
$2,182; government services 466, $1,912 
and $3,165; manufacturing and mechani- 
cal industries 1,516, $2,064 and $3,933; 
mineral extraction, forestry and fishing, 
364, $2,021 arid $4,146; non-gainful occu- 
pations, 2,029, $1,189 and $1,081; pro- 
fessional services, 772, $2,593 and $6,318; 
recreation ‘and amusement, 79, $2,373 and 
$2,908; transportation and communica- 
tion 579, $1,761 and $2,382; wholesale 
and retail trade, 1,364, $2,160 and $3,528. 

“More farmers and ranchers than per- 
sons in any other occupations bought life 
insurance 782, and housewives were 
second, 762, of whom 490 were urban 
and 272 rural. Students 7 to 18 years 
old numbered 585, and next were farm 
hands and family workers, not house- 





wives, 529. Children under 7 numbered 
442, and then 192 students over 18. 
Teachers totaled 242, of whom 204 were 
grade and high school and 38 private 
school and college professors. 


Many Increasing Coverage 


Revival of construction work was 
shown by 278 persons in the building 
industry applying for an average policy 
of $1,946, nearly doubling their life insur- 
ance; in lumber and wood products, 172 
applied, average policy $2,076, increas- 
ing insurance 50 percent; in machinery, 
metals and metal products 647, average 
policy $2,079, compared to $5,349 already 
owned. In printing, engraving and 
paper products, 160 applied, average pol- 
icy $2,172, increasing insurance about 
25 percent; in textiles, leather and their 
products, 111, average policy $1,685, and 
in miscellaneous industries 148, average 
$2,378. 

Among professional men, physicians 
and surgeons bought the largest policies, 
64 applying for an average of $5,125, and 
having $18,250 average in force. Next 
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were attorneys, 67, average $4,993 each, 
and average in force $10,626 each. 

In another: breakdown, insurance pur- 
chases by classifications among those 
buying $2,000 or more were analyzed. 
Wholesale drygoods, jobbers and manu- 
facturers’ agents—owners and _ execu- 
tives, led, 28 buying an average of $9,018 
each, compared to the $13,283 average 
already owned. Next were 29 invest- 
ment brokers and salesmen, average new 
application $6,948, already owned 
$14,896. In order of purchases came 
owners and executives in machinery, 
metals and metal manufacturing, 56 
average $6,857, in force $18,300 average; 
executives, engineers and owners in oil 
production and refining, 37, $5,676 aver- 
age in force $12,524 each; executives 
and owners in lumber and wood prod- 
ucts, 31, $5,339 each, in force $11,167 
each; physicians and surgeons; cotton 
and grain brokers, 20, average $5,025 
each, in force $5,727 each; attorneys; 
executives and owners in textiles and 
leather products, 14, $4,857 each, in force 
$6,682 each; officials and executives of 
banks and finance companies, 22, $4,545 
each, in force $12,500 each. 


Other Groupings Studied 


Farther down in the scale were: Flor- 
ists and greenhouses, 19, $4,447 each, 
in force $2,667 each; street, road and 
sewer contractors, engineers and super- 
intendents, 10, $4,400 each, in force 
$5,143 each; real estate brokers and 
salesmen, 60, average policy $4,375, aver- 
age in force $5,533; building contractors 
and superintendents, 49, average policy 
$4,224, average in force $3,214; theater 
and studio executives and owners, 9, 
average policy $4,222, average in force 
$6,786; building material, ice and fuel 
executives and owners, 7, average policy 
$4,143, average in force $4,750; printing 
and paper executives and owners, aver- 
age policy $4,139, average policy in force 
$19,043; automobile sales agency own- 
ers and managers, 50, average policy 
$4,110, average in force $11,016; whole- 
sale commission and import house execu- 
tives and owners, 32, average policy 
$3,891, average in force $6,118. 


Insurance Men Also Buy 


There were 84 life insurance agents, 
who bought an average policy of $3,149 
and already had $4,080 each, and 56 
casualty fire and miscellaneous insurance 
people, average policy $2,911 in force 
$6,195 each. 

The semi-annual buyers survey has 
been conducted for a number of years, 
being a valuable index of buying trends 
in life insurance and also of general 
buying power, according to Mr. Parker, 
and indicating new and old fields in 
which agents profitably could concen- 
trate sales effort. 


Investment Racket Condemned 


The Columbus (O.) Better Business 
Bureau states that promoters are at- 
tempting to get policyholders to borrow 
money on their life insurance for the 
purchase of various speculative invest- 
ments, some of them being more or less 
fraudulent. Seemingly there are houses 
that are selling whisky warehouse re- 
ceipts, cemetery lots and very dubious 
classes of bonds and stocks. 
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Desirable territory available in Mo., . 
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Write J. DeWitt Mills, Vice Pres., 
for a copy of ‘Field Features” — it 
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No Boom Seen for 
Insurance Trusts 


(CONTINUED FROM PAGE 4) 


care of the estate taxes. However, mak. 
ing this insurance payable to the estat 
or to a personal beneficiary brings with 
it the possibility of complications, such 
as creditors’ claims. 

The desirable procedure is to arrang 
for payment of the policy to a trustee 
who buys an equivalent amount of stock 
in the manufacturing plant, thereby re. 
leasing the insurance money for payment 
of taxes. 


Few Insurance Estates Qualify 


The trust companies’ increase in mini-) 
mum amount requirements makes thy 
latter so high that only the exceptional)” 
life insurance estate would be sufficiently 
large so that a life insurance trust could 
be considered a possible alternative tof 
a settlement option provision. However, 
it is believed that the actual or imminent 
restrictions on settlement provisions wil 
not be a very serious problem to policy. 
holders. Restrictions that have beep 
promulgated or proposed still would per. 
mit anything except the ultra-fancy pro} 
visions which are usually seldom under. 
stood by the insured and are usually the 
result of an over-zealous agent trying)” 
to outdo a competitor. The result o 
these efforts is usually a gingerbread 
edifice which may be fearful and won 
derful but not necessarily appropriate 

It is of course only a short time until 
another agent comes along and with a 
superior smile points out where th 
previous agent went astray and then pro 
ceeds to erect a new structure with dif)” 
ferent frills. i 

Both the New York Life and the Pru-f 
dential try to limit the period of install. 
ment or interest payments to 30 year} 
after the death of the policyholder unles}~ 
the principal beneficiary lives longepy 
than that. The main idea is to enabky 
the company to get rid of the respons-) 
bility of guaranteeing an interest rate for 
a long period into the future and d 
keeping track of numerous secondary 
beneficiaries, most of whom would re 
ceive only trifling amounts of incom 
anyway. 


Annual Agency Roundup of 
Old Line Life Under Way 


(CONTINUED FROM PAGE 3) 


no more policy forms. The rate strut 
tures, also, are no more complex. Tht 
second claim, that A. & H. is a trouble 
breeder due to claim difficulties, 5f 
scarcely reasonable. It is true, he sail 
there can be only one claim in the cas 
of a life policy, whereas: there can bt 
any number of claims under an accident! 
policy. 

Secretary Warren J. Moore was tht 

banquet toastmaster. H. R. Buckmat, 
1936 president of the Star Leaders Club, 
spoke on the meaning of the club to tht 
men in the field and J. Ray Roets, thi 
year’s president, discussed life insurant 
prospects for the balance of the yea. 
Certificates and pins were awarded i 
recognition of production records. 
F. Ryan, treasurer, served as chairmal 
at the second business session at whit 
the first speaker was Lee N. Parkef 
president American Service Bureat 
Frank J. Chandler, assistant agency 
rectory, conducted a sales clinic. J. 
Daggett, vice-president, discussed ti 
company’s investments and its invest 
ment policy. Secretary Moore spoke 
special settlements; H. B. Sturtevatt 
actuary, took up some actuarial ptt 
blems of interest to the men in the fiel 
and the session was concluded with! 
— of the Borden & Busse talkin 

m 





i 





The final session will be held as a fatt 
well breakfast on Friday morning wi! 
Vice-President J. H. Daggett in_chargt 
A. R. Jaqua, associate editor Diam 
Life Bulletins, will speak on “Why Mé 
Succeed.” President Reilly will clo* 
the meeting with a talk on “Lookist 
Ahead.” 
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~ LEGAL RESERVE FRATERNALS 
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Expect the Committee Soon 


os 


Fraternal Officials Will Cooperate with 
the Insurance Commissioners in ~ . 
Framing Model Code 





The new president of the Nationa! As- 
sociation of Insurance Commissioners, 
George A. Bowles of Virginia, will 
shortly appoint his committees. The 
fraternal people expect an early confer- 
ence with a subcommittee of the fra- 
ternal insurance committee as soon as 
its personnel is known, as the chairman 
will appoint a conference committee. 
Commissioner Smrha of Nebraska has 
been the chairman and will likely con- 
tinue in that capacity. 

In view of the fact that Illinois has 
passed a new code and the fraternal sec- 
tion has been revised, that may be used 
as a model. It represents the result of 
several years’ work by various people 
qualified by experience to deal with the 
subject. It is said to present the best 
thought of fraternals. New York is also 
working on a code and recently Super- 
intendent Pink had a conference with a 
number of the fraternal officials regard- 
ing it. Inasmuch as Illinois and New 
York have gone into the subject thor- 
oughly, undoubtedly the new provision 
in Illinois and the contemplated one in 
New York will serve as a basis for the 
model code. 


Report Oklahoma Business 


OKLAHOMA CITY, July 8.—Fra- 
ternals operating in Oklahoma during 
1936 reported $8,139,974 new business, 
a decrease of $2,237,771. Premiums 
totaled $1,666,395, claims paid $1,086,425. 





The Royal League national golf asso- 
ciation will hold its annual tournament 
re Mer Eagle golf club near Chicago 

ug. le 
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Six Modern Legal 
Reserve Contracts 








© Ordinary Life 

@Twenty Payment Life 

© Endowment at Seventy 
@Twenty Year Endowment 
@Family Income 

@ Juvenile 


These contracts are participat- 
ing, and provide all standard | 
non-forfeiture options. 


Operating for forty-six years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 

eGo 


Write for particulars and 
open territory to 


PETER F. GILROY, President 








1447 TREMONT PLACE 


Intervention Plea Is Denied 





Petition of Two Royal Highlanders 
Policyholders Thrown Out—Offi- 
cials Make Statement 


LINCOLN, NEB., July 8.—The peti- 
tion in intervention filed by two policy- 
holders of the Royal Highlanders in a 
suit brought by G. J. Baumann of Grand 
Island, attacking legality of transform- 
ing the fraternal to a mutual, has been 
thrown out by the district court. It 
held that as the intervenors were asking 
special consideration because of a legal 
reserve participation policy that the 
Highlanders, then a fraternal, started 
writing in 1931, this would becloud the 
issues. It said that the interests of all 
policyholders are involved in the Bau- 
mann suit. 

Policyholders of the National Thrift 
Assurance Company of Omaha, which 
has $1,200,000 insurance in force, have 
voted to merge with the Highlanders 
but the attorney for the latter has in- 
formed the insurance department ap- 
proval of the contract will not be asked 
until the litigation is ended. 


STATEMENT MADE BY OFFICERS 


There was no intention to divert as- 
sets of the Royal Highlanders of Lin- 
coln, Neb., nor to change to a stock 
company, as charged in petitions by sev- 
eral members recently, the officers de- 
clared in a lengthy statement in the July 
issue of the society’s publication. At the 
request of the officers the Nebraska de- 
partment ordered funds to be held for 
the same purposes as in the past and no 
distribution to be made. 

“Had there been any intent to attempt 
to divert any of these funds,” the officers 
commented, “no such order would have 
been requested. In the opinion of the 
officers, it is necessary for the strength 
of the society that reserves and sur- 
pluses be maintained so that it will be 
assured that the company is strong and 
that it can meet every eventuality and 
will be in existence and be able to pay 
every insurance policy when every mem- 
ber dies. It is in the interest of the 
policyholders that these assets be pre- 
served as they have been and not dis- 
tributed. Yet the attempt is made in 
this lawsuit to require the Royal High- 
landers to reduce these assets by distri- 
bution now to policyholders.” 





Seen as Progressive Step 


The officers express belief that change 
from a mutual to a stock company 
should never be attempted, but had that 
been the intention, it could easily have 
been carried out through the same pro- 
cedure that was followed in the change 
of the fraternal to a mutual legal re- 








Member for 52 Years Is 
Dead at the Age of 100 


One of the oldest owners of life 
insurance in the country died re- 
cently near Talmo, Kan., at the 
age of 100. He was the oldest 
member of the A. O. U. W. of 
Kansas, having joined March 7, 
1885. His name was Orthanile 
Morgison, although he was car- 
ried on the society’s record for 
many years as “Authenile.” He 
passed the century mark Feb. 14. 
He was the second member to live 
to 100, J. H. Jacobs of Fort Smith, 
Ark., having died March 4, 1933, 
one month and 15 days after his 
100th birthday.. D. F. Miller, 
Hutchinson, Kan., now becomes 
the oldest member, having reached 
99 on May 9. He has been in the 








A. O. U. W. of Kansas since 1882. 








DENVER, COLORADO 








serve company. Moreover, the change 
to a stock basis would require three- 
fourths vote of policyholders. 

“The officers and directors feel that 
in changing the Royal Highlanders into 
a mutual legal reserve life insurance 
company, the society has taken a very 
progressive step and one which is of 
especial benefit to every member in the 
society. The rights of every member 
are fully protected and the funds fully 
preserved and protected against diver- 
sion or distribution except in the regular 
manner under which such distribution 
to policyholders has been made before 
by way of dividends returned on pre- 
miums. 

“The Royal Highlanders is in an ex- 
ceptionally strong financial position and 
it is the opinion of the directors and 
officers that it should be kept that way. 
Lawsuits of the character of this one 
do nothing but harm to the company. 
No company is benefited by this.” 

The department canvassed the certifi- 
cate holders’ vote upon the basis of 





which the change was made and ap- 
proved the action. 


Fidelity Life Juniors in 
Sessions at Head Office 


Juvenile members of the Fidelity Life 
of Fulton, Ill., held their annual con- 
vention in that city, with President 
Walter C. Below addressing the dele- 
gates. Secretary Frank W. Hough and 
A. R. Colvin, sales manager, were also 
on the program. More than 300 juve- 
niles attended. President Below was 
named chairman. Mayor Kadyk wel- 
comed the convention. 

Claude Swords of Terrell, Tex., presi- 
dent of the junior association, presided, 
other officers being: Vice-president, 
Clyde Green, Kankakee, IIl.; secretary, 
Bette Wells, Clinton, Ia.; banker, Wal- 
lace Marynowski Wyandotte, Mich.; 
general advisor, Betty Jane Sorensen, 
physical director, Jean Hickey, Sand- 
wich, Ill.; marshal, John Pfaeffli, Mon- 











Home Office: 
John C. Snyder, — 


President 











What Is Legal Reserve 


Fraternal Life Insurance? 


(This is the second of a series of advertise- 
ments outlining briefly a few characteristics 
of this type of protection—points that may 
not be generally understood by the other- 
wise well informed and intelligent fraternity 
of life insurance executives and salesmen.) 


Legal reserve fraternal societies operate 
under strict state laws, must maintain re- 
serves in accordance with those laws and 
are subject to the same careful and thor- 
ough examinations periodically by the 
same insurance departments that examine 
other types of insurance organizations. 


Like the record made by the legal reserve fraternals as a 
whole, it was never necessary for the Ben Hur Life Asso- 
ciation to borrow money from the government or any 
other source to meet all cash demands. 


BEN HUR LIFE ASSOCIATION 


Established 1894 


Crawfordsville, Ind. 


Edwin M. Mason, 
Secretary 











































January, 1937, We Issued Three New Junior Policies:—Ordinary Life, 
Endowment at Age 65 and Educational Endowment at Age 18. 

We have A Complete Line of Adult Policies—American Experience 
Table of Mortality—3% Interest Basis. 

Maybe You Will Fit Into Our Organization As A Field Representative. 


Write to 


Equitable Reserve Association 
. NORTON J. WILLIAMS, Vice President 
Neenah, Wisconsin 
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roe, Wis.; editor, Vada McGrew, Belle 
Plaine Ia.; sentinel, Robert Schneider, 
Highland Park, Ill, and warder, Ellen 
Bowers, Waukegan, III. 

Among the supreme lodge officers in- 
troduced were Treasurer A. F. Schoch, 
Ottawa, Ill.; C. E. Sturtz, general at- 
torney, Kewanee, IIl.; directors, J. A. 
Riordon, Morrison, Ill.; R. L. Rickoff, 
Clinton, Ia.; J. W. Leedle, Wheaton, 
Ill. and C. A. Henthorn, Milwaukee. 





Foresters Quitting Iowa 


DES MOINES, IA., July 8.—The In- 
dependent Order of Foresters of Tor- 
onto, with $2,000,000 life insurance in 
force in Towa, announces it is quitting 
business here, due to the state’s 2.5 per- 
cent premium tax, construed by the 
Iowa department to apply to fraternals. 
It is closing up its lodges in the state. 





Modern Crusaders Rehabilitated 


The Modern Crusaders of the World, 
Cleveland fraternal, has been rehabili- 
tated by the Ohio department and has 
been ordered turned back to its officers. 
The name has been changed to the Dun- 
bar Mutual Insurance Society. M. C. 
Clark is president. 





A. A. Drew, the Genuine 
Paternal General Agent 





(CONTINUED FROM PAGE 2) 


a guffaw. It is a mannerism that ac- 
companies his conversation. 

Another of Mr. Drew’s very decided 
views is his aversion to intoxicants. He 
takes a drink now and then for purely 
social purposes. However, he states 
that in almost every instance where he 
has been given promotion or preferment 
it was due to the fact that the man 
ahead of him became too much inter- 
ested in John Barleycorn and lost con- 
cern in his work. 

Mr. Drew in his early life had to over- 
come the obstacle of lack of education. 
He set out to acquire a vocabulary. He 
felt the need of proper expression of his 
thoughts. When he was a rate clerk in 
the old Trans-Missouri Passenger & 
Freight Traffic Association W. W. Fin- 
ley was chairman. He was a man of 
strong mentality. Mr. Drew was im- 
pressed with his knowledge of English. 
He had a facile way of expression. Mr. 
Drew would extract carbon copies of 
Mr. Finley’s letters from the files, read 
and study them. He would find words 
with which he was not acquainted. He 
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would look them up in the dictionary, 
copy them in a book and write each 
word 50 times, centering his mind on 
its meaning as well as its spelling. He 
extended his reading in various direc- 
tions and as he encountered unfamiliar 
words he followed the process that he 
did with the Finley letters until he ac- 
quired a very comprehensive vocabulary. 
It was through this process that Mr. 
Drew became himself very finished in 
conversation and writing. He believes 
that in life insurance it is of real benefit 
to be able to express one’s self concisely, 
intelligently and graphically. However, 
he has known many excellent life in- 
surance producers who could not pro- 
nounce some words correctly and who 
butchered the language. 


Mrs. Drew Directed Her 
Husband’s Reading 


Mr. Drew married the niece of Ebon- 
izer Hannaford, editor of the “Woman’s 
Home Companion,” who was an Eng- 
lishman and a man of culture. He pre- 
sented Mr. and Mrs. Drew with a library 
of books for a wedding present. They 
were chiefly essays. Mrs. Drew directed 
the reading of her husband and that 
gave him his start toward a life of cul- 
ture. He read James Russell Lowell’s 
“The Independent in Politics” and ever 
afterwards Mr. Drew was not attached 
to any political party. He voted as he 
thought best. He read with great ap- 
preciation Emerson’s “Self Reliance” 
and “Compensation.” He followed the 
practice of reading worth while books, 
chiefly biography, history and essays. 

Probably Mr. Drew has gotten most 
of his men from what might be called 
“common clay.” He has found them in 
various walks of life. Because of his 
cordiality, friendliness and marked apti- 
tude for approaching people he has been 
able to interest himself in a number of 
men who have become agents and asso- 
ciated with him. Wherever Mr. Drew 
goes he makes new friends, has new ex- 
periences and becomes enriched by them. 
They furnish a fund for his remini- 
scences. He is a man who has “ex- 
periences” wherever he goes, and they 
are always of an outstanding, diverting 
or intriguing variety. 


How Mr. Drew Got His 
Flair for Writing 


As one comes within Mr. Drew’s 
radius, he dominates a conversation or a 
conference. He is always filled with his 
subject. He listens attentively but he 
talks a great deal more. What he says 
is worth while and illuminating. There- 
fore he is not a bore. 

Mr. Drew became a writer of life in- 
surance literature and that faculty of 
wielding the pen in a facile way dated 
back to the days when he was in the 
railroad business. Although it was not 
his duty he began to write articles and 
stories to be sent to country papers 
along the route of the railroad. He got 
them up in a human interest way. They 
were widely printed. When he was an 
agent for the Mutual Benefit in St. Louis 
during the Bryan campaign and there 
was little life insurance to be written, 
he got up the life insurance material for 
the late N. H. Weed, who had the old 
“Western Insurance Review” in that 
city. Mr. Weed bought the “Life In- 





surance Independent” of Chicago, whic} 
was published by that radical writer, 
the late Gideon L. McKean. Mr. Wee 
sent Mr. Drew to Chicago to get on 
the paper until it could be assimilated 

Then he was called to the home offic 
of the Prudential, and having a flair and 
some experience in writing, he edite( 
the ordinary bulletin and had a page in 
the “Weekly Record,” which was gotten 
out for the industrial men. Then he 
wrote much of the educational litera. 
ture. When he was quite proud of some 
of his stuff he would send it over to the 
Mutual Benefit Life officials because he 
felt acquainted with them, having been 
an agent and later general agent of the 
company at Dayton, O. They evidently 
were impressed with what Mr. Drew 
was writing. The Mutual Benefit got in 
touch with him and induced him to go 
to its head office and there he under. 
took the same kind of work. 

The Mutual Benefit desired to start a 

house organ. The officials could not 
agree on aname. As Mr. Drew puts it, 
there were 77 different insurance jour. 
nals and the Mutual Benefit desired to 
get away from any name that was car- 
ried by these magazines. It was Mrs, 
Drew who suggested the name “Peli. 
can,” because that was carried in the 
trade-mark of the Mutual Benefit and 
underneath was “I live and die for those 
I love.” 
_ One of Mr. Drew’s penchants is send- 
ing clippings and writing letters to peo- 
ple with whom he has come in contact, 
He never loses track of an old time 
friend that he likes. 

Even when Mr. Drew was away from 
the office and in later years he spent 
his summers in Maine and winters in 
Florida, he kept in daily touch with 
what was going on. He did not dele. 
gate very much authority. He may have 
been a sort of absentee landlord or long 
range manager but he knew what he 
was doing, and he gave instructions 
from day to day. It was because oj 
this intense personal concern and the 
fact that Mr. Drew had all the faculties 
of the “patriarch” or the head of the 
tribe that made him sensible of his re- 
sponsibility and his desire not to leave 
too much to others. That thought was 
imbedded in his nature. The people who 
worked with him were in a sense his 
children whom he guided and helped. 

He is one of the most colorful, inter- 
esting, unusual men in life insurance. 
He may be desirous of eliminating 
“psychology” from the life insurance 
lexicon but personally he offers the most 
arresting study for a character analysis. 


A. W. Crouch Resigns 


With the resignation of A. W. Crouch 
as agency manager of Bankers Life of 
Des Moines, the agency at Fort Dodge, 
Ia., is discontinued. The Fort Dodge 
agency territory will be divided among 
the Des Moines, Sioux City and Mason 
City agencies. Mr. Crouch will continue 
as personal producer. 





J. J. Valentine Appointed 


The Occidental Life of California has 
appointed J. J. Valentine San Francisco 
branch manager. He has been with the 
Equitable Life of New York, joining 
that company in 1919 as a producer. 
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SALES IDEAS AND SUGGESTIONS 








Stimulating Summer Sales 
Discussed by Detroit Club 





Sustaining production in the summer 
was the theme at the meeting of the 
Associated Life General Agents & Man- 
agers of Detroit, developed by four 
speakers. President C. E. Purdy, Can- 
ada Life, presided. 

Cc. R. Eckert, Northwestern Mutual, 
spoke on “Who Are Our Best Summer 
Prospects?” asserting that in general 
good prospects are good prospects 
throughout the year. The main factor in 
prospecting, is accessibility of the per- 
son, not so much from a physical stand- 
point as mentally. He must be in a 
frame of mind to listen attentively and 
without active resistance. 

Some men make more money in sum- 
mer than winter, such as resort hotel 
operators, people in the beverage trades, 
ice cream men, luggage, lumber, build- 
ing material dealers and manufacturers. 
Another angle that can be worked is the 
latent fear that something may happen 
on vacation. Agents can capitalize on 
this by keeping track of their prospects’ 
and policyholders’ vacation plans and 
approaching them shortly before they 
go, pointing out travel hazards. 


Analyzes Agents’ Competition 


H. C. White, Connecticut Mutual, said 
an increasing share of the average man’s 
dollar is going for various types of 
investments outside of life insurance. 
The best way to meet this competition 
is to learn what is going on in the field 
so that the agents may be informed. 
Mr. White keeps a plan book, which 
calls for spending two days a week 
watching developments both in the in- 
surance field and other spending fields. 
He calls every week on prospects in the 
three groups, wealthy, medium buyers 
and small buyers. The trend of invest- 
ment differs among these classes. There 
is plenty of investment money floating 
around, particularly among the medium 
and larger buyers, he said, and tthe 
agent’s job is to convince them the place 
to put it is in life insurance and annui- 
ties, 

S. W. Ryan, Penn Mutual, discussed 
“Getting a Week’s Production Between 
Tuesday Morning and Friday After- 
noon.” Most people take more time from 
their work in summer, he said, and 
agents are no exception. Spending more 
money is a natural result. Agents need 
to be motivated to work harder in warm 
months. At least 45 interviews a week 
should be made in summer. Time con- 


| trol is essential. There should be at least 


12 calls a day, five calls for appoint- 


ments each day, follow up of age 
changes, securing of references with 
applications. Evening calls should be 


made at least three evenings a week. 
Lunch with prospects frequently also is 
a good idea, he said. Every agent should 

















GALES IDEA 


OF THE WEEK 








Use Radio Advertising 


Three agents of the Protective Life 
of Birmingham report that they are find- 
ing a good advertising medium in their 
local radio stations. Lloyd Johnson of 
Tuscaloosa, $500,000 producer, has used 
€vening programs for quite a while. 
A. L. Bell at Mobile is using “spot” 
announcements with a musical back- 
sround of the song, “When I Grow Too 
Old to Dream.” Betts S. Slingluff ties 
M with sports announcements. 











send out at least 25 letters to prospects 
weekly. 

Making prospecting more effective is 
one of the big problems. Agents should 
have many more prospects than they can 
see each day. A good method is to 
assign agents to various businesses or 
professions that are well paid. 

He emphasized points made by the 





Sales Research Bureau, that men 40 or 
over are best prospects; selling term 
and other low cash value policies is 
unprofitable; selling policies on monthly 
premium basis is unprofitable and on 
quarterly basis even less satisfactory; 
use of option settlements reduces the 
lapse hazard 21 percent. 


Sales Contests Helpful 


E. W. Owen, Sun Life, talked on 
“Summer Sales Contests.” He has had 
good results in stimulating summer pro- 
duction by conducting contests with 
prize awards. He variously employs a 
“red elephant” contest, golf, baseball and 
other contests. 








Finds Business Insurance 
Only 1 Percent of Total 





Only about 1 percent of life insur- 
ance written today is for business cover- 
age, and business insurance is one of 
the most under-emphasized subjects in 
the industrial and ordinary fields, 
Basil S. Collins, vice-president Old Col- 
ony Trust Company, Boston, stated in 
an address at the annual meeting of the 
Connecticut Life Insurance & Trust 
Council, held in Bridgeport. 

“One of the biggest developments in 
this field of ‘business insurance trusts 
that will take place in the next few 
years, I believe,” he said, “will be in the 
so-called ‘proprietorship insurance trust.’ 
The theory of this is underwriting ex- 
perience, skill, and personality or the 
‘life value’ involved in a business known 
as a sole proprietorship. This is a form 
of business entity which is unincorpo- 
rated and contains none of the elements 
of a partnership. Thus the proprietor 
owns all the assets. 


Explains Benefits Derived 


“The sales problem becomes one of 
underwriting the intangible values of the 
business as well as the tangible values. 
By underwriting through life insurance 
these tangible and intangible assets of 
the proprietorship, and having policies 
made payable to a life insurance trust, 
the proprietor’s family is benefited since 
future income of the family is received 
from insurance proceeds which make up 
the principal of the trust fund. Another 
angle admits of possible competent em- 
ployes availing themselves through in- 
surance of the purchase of the business, 
still leaving income for the family.” 

This trust alone has many interesting 
human problems, Mr. Collins pointed 
out, and from sole proprietorship may 
branch at the death of the owner to a 
corporation form of management with 
both employes and family cared for 
through ably arranged, sold and man- 
aged insurance trusts. 


Taxation Is Taken Up 


Mr. Collins summarized taxation, say- 
ing the 1936 surtax on undistributed 
profits strikes at the foundation on 
which New England corporations and 
businesses have based their financial pol- 
icy—accumulating a surplus in good 
times to weather economic stress in 
times of financial stringency. Future 
revenue of government is dependent 
on successful business enterprises and 
future large estates, two things which 
are primary objectives of a sound busi- 
ness insurance trust, he said. 

“The essential elements of a sound 
business insurance trust agreement,” 
Mr. Collins said, “are competent and 
impartial trustee of experience, clearly 
defined method of financing, through 
life insurance policies payable to the 
trustee, the purchase of a decedent as- 
sociate’s interest, clearly defined ar- 








rangement whereby evidence of property 
shall be held by the trustee, and clearly 
defined method of valuation of net 
worth of the business.” 


Stolz Presiding Officer 


Alexander Stolz, president of the Con- 
necticut Council, general agent Mutual 
Benefit, presided at the dinner Other 
officers are J. R. Daniell, Union & New 
Haven Trust Company, New Haven, 
vice-president; F. S. Brainard, Phoenix 
Mutual Life, treasurer; C. H. Welch, 
New Haven bank, secretary, and W. C. 
Fenniman, Phoenix State Bank & Trust 
Co., Hartford, executive chairman. 


Rating Chart Helps in 
Checking on Persistency 


A revised persistency forecast blank, 
designed by the Northwestern National 
Life, has replaced the old form which 
has been used by field men for the past 
several years. The new form is based 
on conclusions drawn from the North- 
western National’s latest study of 5,000 
policies written by its own agents. A 
new feature is that it measures and gives 
weight to the agent’s previous persis- 
tency record in determining probable 
persistency of an applicant. 

While effects of 24 different factors 
upon persistency were covered by the 





study, only eight of these were found 
to have a real bearing. Thus the agent 
is enabled to give sharp direction to his 
efforts in improving persistency. The 
effect of each of these eight factors was 
measured and depicted in charts which 
clearly define “danger zones” and “im- 
provement zones” and enable an agent 
to visualize potential improvement in 
persistency he can expect to get by writ- 
ing more business among prospects rank- 
ing the “improvement zones” with re- 
spect to one or more factors. 

Great improvement can be accom- 
plished by an agent who will seek only a 
few more prospects who qualify as good 
prospects under one or more of the eight 
factors, the study revealed. In other 
words, it is not necessary for an agent 
to select prospects approaching perfec- 
tion in respect to age, income, occupa- 
tion, etc. This was verified by a cross- 
check which showed agents with the 
very highest ratios wrote relatively only 
a few more applicants ranking in the 
“improvement zones” than did agents 
with the very lowest ratios, yet business 
of the former group of course persisted 
far better than that of the latter. 


Effect of Good Servicing 


Effects on persistency of good servic- 
ing methods are taken into consideration 
in the new blank by permitting the agent 
to enter additional points in scoring the 
applicant if his current renewal ratio is 
creditable. Thus proper weight is given 
to the agent’s effectiveness in keeping 
business in force. 

The eight factors which were revealed 
as significant, are: occupation, amount 
of insurance in force (not counting new 
application), age, income, amount ap- 
plied for, mode of premium payment 
(annual or otherwise), cash-with-app or 
other form of settlement, status as 
Northwestern National policyholder. In 
completing the blank the agent grades 
his applicant numerically on each factor 
according to point scales which have 
‘tbeen worked out from the exact per- 
sistency experience of policies included 
in the study. Weight is also given to in- 
come settlements, and extra points credit 
is allowed if the agent’s current re- 
newal ratio warrants. From the total 
score he can estimate the probable per- 
sistency of his applicant as excellent, 
very good, good, fair, or poor according 
to a scale of points at the bottom of the 
blank. 








Use Centers 


of Influence 





A number of selling pointers were 
given at the eastern regional convention 
of the Lincoln National Life in Atlantic 
City, N. J. Centers of influence were 
especially stressed. 

The life salesman should not expect 
a center of influence to take time to 
make a complete list. The agent should 
find out who are friends and acquaint- 
ances of the center, call on these peo- 
ple and then use the center’s name, 
J. L. Mueller, Fort Wayne, Ind., said. 
O. F. Helvie, South Bend, urged the 
agents to make people ‘interested in 
them. That is the only way the agent 
can get people to be helpful to him in 
his business and in steering prospects 
his way. 

H. C. Lawrence, Newark, N. J., gen- 
eral agent, suggested that a blank be 
attached to the bottom of the application 
with space for three “references.” The 
“references,” of course, will be new 
prospects. If the new prospect says 
he does not heard about references be- 
ing required, the agent should explain 
that “if you knew about this special 
contract you would understand why we 
are so careful.” His curiosity is thus 
aroused. 





O. F. Gilliom, Berne, Ind., general 
agent, advised the agent always to han- 
dle death claims himself and get in 
touch with the family personally. He 
not only becomes acquainted with the 
family, but quite often with the neigh- 
bors and frequently gets new leads. A 
point to remember here is that quite 
often the assured may have had policies 
in more than one company; the agent 
who handles the claim most efficiently 
makes the best impression. 

G. F. Lofthouse, Detroit general 
agent, outlined his routine of listing 
policyholders’ age changes every month, 
and sending them a “bargain day of in- 
surance buying” appeal, showing pre- 
mium saving by buying before an age 
change. 

W. W. Bogart, Fort Wayne, said the 
salary continuance plan has good sales 
possibility among farmers. While the 
farmer does not have a steady monthly 
income, lack of it makes him realize 
how necessary it would be to his wife 
and family in settling his estate and 
conserving his farm property and other 
assets. 

Other talks were reported last week 
or elsewhere in this edition. 
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Companies Will 
Curtail Options 


(CONTINUED FROM PAGE 1) 


latter has made definite provision for a 
life income to this secondary beneficiary. 
(E) In na case may the settlement ar- 
rangement run for more than two suc- 
cessive classes of beneficiaries. 

Other regulations include: 

A beneficiary may be given the right 
to elect a life income in lieu of a differ- 
ent settlement, but only within one year 
after assured’s death, unless the latter 
has provided that beneficiary may elect 
this option at one specified time. The 
accidental death benefit is payable only 
in one sum or under a settlement mode 
similar to that of the face amount of 
the life contract. No remarriage pro- 
vision may be included in any settle- 
ment. 

Provision may not be made for pay- 
ment of instalments or interest through 
a corporation such as a bank or trust 
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company or a person charging a fee for 
such service except during minority of 
a beneficiary. 

The old settlement modes have been 
criticised as likely to cause future trou- 
ble, since it is impossible to predict fu- 
ture interest éarnings, and a line must 
be drawn some place as to the fiduciary 
service an insurance company can give 
for the premium it gets. Many settle- 
ments, even if everything were carried 
out smoothly, have been costly to handle. 


Is Still Up to the Agent 


Despite any tightening of settlement 
options, many company men feel that 
it is still up to the agent to prevent 
abuse of the settlement option privileges 
by dissuading the prospect from taking 
toa complicated setups. The agent also 
should see that whatever arrangement 
is worked out reflects the assured’s 
wishes and that the latter fully under- 
stands the terms. 

Agents have frequently been criticised 
for negotiating a complex deal without 
proper knowledge of what they were 
doing. While the average agent admit- 
tedly does not run into elaborate cases 
so often, he can always find another 
man in his office wha is informed and 
should call upon him for aid. 

Heretofore the New York Life has 
permitted a beneficiary to select inter- 
est option at first and later to revert to 
an income option. Hereafter it is re- 
quired that the selection be made and 
adhered to. 


New York Life Provisions 


The New York Life announcement 
set forth as types of settlement agree- 
ments not desired: (1) Complicated set- 
tlements in the nature of “wills” which 
often are susceptible of misinterpreta- 
tion and the assured may not clearly 
understand their effect; (2) agreements 
which provide for paying the proceeds 
of policies over a long period of years, 
usually for the duration of two or more 
lives, with a minimum guaranty of 3 
percent; (3) settlements of small 
amounts of insurance frequently calling 
for manuscript trust agreements which 
are costly to administer in proportion 
to the amount involved, and agreements 
involving an unreasonable number of 
contingencies; (4) agreements giving 
the beneficiary the right to make a sec- 
ond selection which frequently is to the 
detriment of the company, and therefore 
to all policyholders. 


Rules Are Set Forth 


Among the rules promulgated are: 
Requests will not be granted for pay- 
ment of interest to the beneficiary for 
life, with right at a later date to select 
a life income with 5, 10, 15 or 20 years 
guaranteed, with, however, a reasonable 
tithe in which beneficiary may select 
the option (not more than six months 
after the insured’s death); proceeds may 
not be left at interest until a definite 
age or specified year to be followed by 
Option 3, but may be left without in- 
terest for not more than six months 
during which beneficiary may select op- 
tion 3. 

Separate settlement provisions will 
not be made in event of death under 
double indemnity clause unless the face 
amount of policy is $5,000 or more, ex- 
cept to provide for payment of such 
feature in one sum. 

Instalments payable to a first bene- 
ficiary and then to a number of second 
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Talks To ‘Ad’ Men 











N. OWINGS 

N. A. Owings of the firm of Skidmore 
& Owings, New York and Chicago, in- 
dustrial designers and architects, will be 
one of the featured speakers at the north 
central meeting of the Life Advertisers 
Association in Indianapolis July 23-24. 
He will talk on “Three Dimensional Ad- 
vertising.” Mr. Owings had much to do 
with the Chicago world fair in 1933 and 
at the Indianapolis meeting he will give 
his criticism of the life insurance ex- 
hibit that was set up at the fair. Three 
dimensional advertising is getting a good 
deal of attention just now. 
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beneficiaries, share and share alike or to 
the survivor until the fund is exhausted, 
will not be provided; no more than twa 
lives will be included in one fund. 

When payment of interest to first 
beneficiary during her lifetime is re- 
quested, with interest or instalments to 
a second beneficiary after the death of 
first beneficiary, this will be granted 
under options 2, 4 or 5 provided such 
payments shall not extend for more than 
30 years after the death of insured to 
the second beneficiary. If first bene- 
ficiary survives insured for more than 
30 years, payment in one sum shall be 
made to the second beneficiary at the 
death of the first beneficiary. The prac- 
tice of making payments to the second 
beneficiary up to a specified age unless 
such age comes clearly within the limit 
of 30 years will be discontinued. 


Annuity Option Permissible 


Settlement option 7 providing for a 
joint annuity on two lives has not been 
written in policies for many years, but 
under new insurance only a joint an- 
nuity at death of insured or maturity of 
an endowment will be provided. While 
the company does not allaw cash sur- 
render values to be applied under option 
7, provision will be made under new 
insurance to grant it when insured is at 
least 60 years of age and the policy has 
been 15 years or more in force. 

Option 1 providing proceeds may be 
left on deposit at interest to the first 
beneficiary only, subject to withdrawal, 
may not be left at interest to continue 
to a second beneficiary. 

No special agreement will be made in 
connection with the commuted value 
under a family income policy. This 
contract in event of death before a speci- 
fied time provides for income during a 
temporary period followed by payment 
of the face amount at end of period 
or at death, if later. Under special con- 
ditions the commuted value may be pay- 
able in one sum at death. The optional 
method of settlement applies only to 
the proceeds after the monthly income 
has ceased. 

Present practices under retirement an- 
nuities and immediate annuities with re- 
fund, will be continued. 

Minimum for manuscript trusts will 
be $5,000 per trust; minimum for settle- 
ment agreements and printed trusts will 
be $2,000 for each second beneficiary 
who is named. 

The New Yark Life’s policy also is 
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not to allow settlement options 
banks, trust companies, corporations! 
firms, assignees or unborn children, nog 
to grant settlement agreements—where 
by payments of interest or instalments 
are made ta guardians or trustees for 
minor children—nominated by the ir 
sured. Commuted value of future pay. 
ments under an instalment option, at 
death of first beneficiary may not be 
used as a new fund to be applied to an 
option for a second beneficiary. 


Give the Main Discussion 


Card for Denver Conclave 


(CONTINUED FROM PAGE 1) 


general agent John Hancock, Nashville 
presiding. 

Address—W. P. Worthington, superin.| 
tendent of agencies Home Life of New 
York. 

Panel W. Rankin Furey, general 
agent Berkshire Life, Pittsburgh; Misg: 
Hermine Kuhn, Equitable Life, New York 
City; George H. Schumacher, Massachu 
setts Mutual, Cleveland; Ralph E. Talle 
district manager Penn Mutual, Knox. 
ville; Arthur V. Youngman, sales promos 
tion manager Mutual Benefit, New York 
City. 

General discussion. ‘ 

“Business Insurance’”—Charles J. Zimd 
merman, general agent Connecticut Mu. 
tual, Chicago, presiding. 

Address — Paul C. Sanborn, general 
agent Connecticut Mutual, Boston. 

Panel—P. W. Cook, general agent 
Mutual Benefit, Chicago; Walter 4G 
Gastil, manager Connecticut General, Log 
Angeles; Walter N. Hiller, Penn Mutual) 
Chicago; Joseph L. McMillin, agency ors 
ganizer Mutual Life of New York, Bal+ 
timore; Miss Ellen Putnam, National 
Life of Vermont, Rochester, N. Y 

General discussion. 


Thursday Morning 


Opening—9:30 a. m.—Holgar J. Johne 
son, chairman. 

Invocation—Rabbi C. H. Kauvar, B. M 
H. Synagogue, Denver. 

Singing—Led by Jules Brazil. 

The American College of Life Under 
writers—Ernest J. Clark, state agent 
John Hancock, Baltimore, chairman of 
the board, presiding. ; 

“The Coming Decade — a Decade of 
Expansion’—Henry E. North, vice-presi«} 
dent Metropolitan Life, San Francisco, 

Presentation of C. L. U. candidates— 
Dr. David McCahan, dean. 

Conferring of diplomas—Dr. Ss. §& 
Huebner, president. 

Music—Denver cowboy quartet. 

“Social Security Through Life Insur- 
ance’—O. J. Arnold, president North 
western National Life, Minneapolis. : 

“Insuring the Nation’s Future’—Dr 
Glenn Frank, Madison, Wis. 4 

Adjournment—12:30 p. m. 


Friday Morning 


Opening—9 a. m.—O. Sam Cummings, 
chairman. j 

Invocation—Rev. Harold B. Campbell, 
pastor Blessed Sacrament Church, De 
ver. 

Singing—Led by Jules Brazil. 

“Prospecting That Brings More and 
Better Sales’—Bert C. Nelson, North= 
western Mutual, Milwaukee, 

Entertainment. 

“Life Insurance Can Be Merchandised” 
—Joseph M. Gantz, general agent Pacifi¢ 
Mutual, Cincinnati. 

“Building Your Own Security’—Robe 
B. Coolidge, superintendent of agencies 
Aetna Life. 

Address—Jesse H. 
Reconstruction Finance 
Washington. 

Adjournment—12:15 p. m. 


Friday Noon 


Fellowship Hour—J. Stanley Edwards; 
Denver, presiding. 

Music and Entertainment—Under di- 
rection of Jules Brazil. 4 

Presentation of new officers, all trus- 
tees, past national presidents, Dena 
and 


Jones, chairman: 
Corporation, 


members headquarters staff, 
Singing—led by Jules Brazil. j 
Address—James E. Gheen, New York 
Adjournment. 
Goes to Savannah 
J. M. Selser has been appointed hom€ 
office supervisor of the Connecticut é 
tual Life at Savannah, Ga. He has beem’ 
supervisor at Macon, Ga. F 


How to Win Friends and Influence” 
People—by Dale Carnegie. $1.96. Order 
from The National Underwriter. 





